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A Lesson in Economy 
for Hardware Dealers 


The dealer who offers his customers cheap hardware 
gains nothing even in these economical days. 

Nor is it profitable to encourage extravagance thru 
selling the most expensive. 

The proper thing to do is follow the wise counsel, 
Braced Rail used “Economy means sensible buying.” 

with Big 4 Hanger National have always made sensibly-priced hardware 
and shall always continue to do so. Our business was 
established and has steadily grown on the firm basis 
of giving “quality at a reasonable price.” 

Our Big 4 Flexible Door Hanger is a striking example. 
It is built entirely of steel with anti-friction steel roller 
bearings to give the door a perfectly free motion. 
Made just rigid enough to take up any vibration—just 
flexible enough to prevent damage to the barn door 
should anything bump against it. 

Every year thousands of new customers turn to 
National Hardware as the most sensible and economic 
buy. 


Ask us to supply you. We sell direct to the dealer, 
which means quicker service and a larger margin of 


Showing Flexible profit. 
Feature of Big 4 


Hanger 3 National Mfg. Co. 


Sterling Illinois 
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a Christmas Cheme 


By CHARLES DOWNES 


I saw some holly wreaths to-day, 
All packed up in wooden crates; 
And in a window full of toys, 
I saw a polar bear on skates. 
—Child Thoughts. 


HRISTMAS is not a day, though printed as 
red as a holly berry upon December’s calen- 
dar. 


Q(HRISTMAS is a condition of the heart. 


N eccentric philosopher once attempted to ana- 

lyze the spirit of Christmas. After much re- 
search, laboratory tests and intricate experiments he 
pronounced this formula to the world: 


HE spirit of Christmas,” he said, “consists of 

the following: Anticipation, 40 per cent; 
Preparation, 30 per cent; Faith, 20 per cent; Joy, 10 
per cent. When properly poured into the warm 
crucible of the human heart these ingredients pro- 
duce an essence or spirit which crystallizes into what 
is commonly termed, Christmas.” 


gFroM this odd formula we venture to draw con 
clusions of a peculiar nature. 

¢ HE greatest part of the Christmas spirit consists 
of anticipation—the looking ahead, the hoping 

and the planning. And so, that we may more fitting 

ly give our anticipationS some manifest form of ex 

pression we twine holly wreaths, gaze into shop win 

dows and purchase curios of antique design. 

And tools and toys and sundry things, 

Like knives and tops and golden rings. 
REPARATION is_ simply 
manifest. The one a dream; the other a tan 

gible fulfillment. There is no merchant in the land 
who can neglect its urge, nor any customer who can 
resist its fascination and appeal. 


anticipation made 


OR it was said of old, and it is still written upon 

the tablets of the ancient East: 

“Give, and it shall be given unto you; good meas 
ure, pressed down, and shaken together, and run- 
ning over, shall men give into your bosom. For with 


the same measure that ye mete withal it shall be 
measured to you again.” 









Picking Out the Present for Mother 


Wherein the Hardware Merchant Can Make Shopping Easy 
for Dad and the Kids—A Department for Every Member 
of the Family Brings Great Results at Christmas Time 


HO ever else deserves a good 
wy Christmas this year, Mother 

certainly has earned the 
best of all. Mother who has been 
so patient during the turbulent 
times, who has been forced to econo- 
mize here and there on little things 
she needed about the house because 
the high prices prohibited the spend- 
ing of too much money. 

Mother has been the ultimate suf- 
ferer during the period when prices 
were at the peak. Mother has done 
the housework herself perhaps with 
inadequate utensils during this last 
twelvemonth and, just like Mother, 
she has complained least of all. 
Pages have been written about how 
men have been forced to go without 
and the high prices that daughter 
and son have had to spend for neces- 
sities, but hardly a word has been 
written about how Mother has gone 
without—and uncomplaining. 

Now it is time that Mother got 
her chance. Now is the time when 
she deserves all the consideration 
that it is possible to show her. Think 
of the things that would make her 
happy for a whole year! New bright 
and shining silverware for the table, 
modern cooking utensils, vacuum 
cleaners, fireless cookers, decorative 
teapots, electrical] kitchen equipment, 
percolators and casseroles, new and 
modern waffle irons, washing ma- 
chine, glass cooking ware and a host 
of other things. Mother wants all 
of these things and would appreciate 
them more than anything else that 
you could get her. And every one 
of them is sold in the hardware 
store. 


When Father Goes Shopping 


And after father gets to the hard- 
ware store to buy these things it is 
the most natural thing in the world 
that he would stay right there and 
get the kids their toys and skates 
and air rifles and perhaps the older 
ones cameras, buy a phonograph as 
a family present and his brother in 
the country some up-to-date game 
traps or a new repeating rifle. He 
would never have to leave the mod- 
ern hardware store, but could do his 


By JOHN A. MCNAMARA 


Christmas shopping in one trip. 

Every hardware dealer in the 
country should make this the hard- 
ware Christmas. He should empha- 
size the many advantages that come 
of buying the gifts in the hardware 
store. First, every gift that he can 
buy here is practical, the good name 
of the firm is back of every pur- 
chase, the prices are absolutely the 
best in the whole town, and as a 
time saver, buying the presents in 
one place is the greatest of argu- 
ments. For no matter how much a 
man thinks of his family, he balks 
at going into the department store 
where he is poked in the ribs by 
women carrying bundles, where he 
is given little or no attention by the 
inefficient sales people, and where 
he has to travel miles of floor space 
to get what he wants. Hardware 
salesmen have time to show him the 
advantages of everything in the 
store, can help him make his selec- 
tion and in general act as an assist- 
ant to Santa Claus. 

Here under one roof he buys pres- 
ents for every member of the family, 
the home itself and the motor car. 
He can have delivered to the house 
all of the presents and be assured 
that they will all arrive at the same 
time and the bill will be on one state- 
ment. 

Here is the dealer’s big chance for 
direct mail appeal to purchasers of 
Christmas presents. Here is the big 
opportunity for the merchant who 
uses store papers or circularization. 
Impress upon the buyers how much 
better it is to get everything at the 
same store on one trip. 

Every hardware man can use the 
idea in his newspaper advertising 
bringing out the important points, 
not just simply stating that you 
have the following on sale, Impress 
upon the readers the convenience and 
the logic in buying at the hardware 
store this year. 


Your Christmas Advertising 


And speaking of Christmas, do 
you realize that more people look in 
windows at this time of the year 
and that more people read advertise- 
ments at this time of the year than 
at any other time? Lasting impres- 
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sions are formed. Your store is 
either good or bad according to the 
displays and the ad copy and this 
same idea will persist the year 
around with many of those who take 
particular notice of your store this 
season. 

Your toys offer great oppor- 
tunities of drawing crowds to the 
store. As an example, Best & Co., 
one of the big Fifth Avenue, New 
York, department stores, has in its 
window electrically run toy railroad 
trains and scenery that goes with 
them and above it a toy aeroplane 
that continually flies about the win- 
dow. This is done by attaching the 
machine to wires placed slantingly 
from an electric switch. The crowds 
of people are so great in front of the 
store that it is necessary to have a 
policeman stationed there to keep 
traffic clear. The display actually 
stops traffic. 

You can stop traffic in your town 
by a similar display. Something in 
motion and something that is holi- 
day goods will stop the ordinary 
crowds and many of them go from 
the window into the store. 

There are so many toys that can 
be put in motion in your window that 
the average merchant can keep a 
good sized crowd continually in 
front of his store. The animals that 
are wound up to bob their heads all 
day long make a strong bid for the 
children’s attention. 


Getting Back to Mother 


But to get back to Mother again. 
Certainly every hardware man has at 
his command a great appeal if he will 
but use it. It may be the opening 
wedge for many a new account and 
certainly will serve as an introduc- 
tory for many people to your store. 

When Mother finds out that her 
Christmas present came from the 
hardware store, she will immediately 
be a friend of the same store through- 
out the entire year. Father will have 
brought the two together, and in the 
future, instead of Mother running 
down to the department store to 
purchase kitchen necessities, she will 
straightway go to the store that has 
served her and served her correctly 
before. 
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Here are all kinds of things in this window that mother is craving at this time of the year. Carvers 
serving trays, chafing dishes, silver sets, six and nine-cup percolators, and other things that will help 
with the work and beautify the home 
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The neat window wins at Christmas time. With a foundation of white and trimmed in holiday colors, 
green and red, and then attractive silverware well displayed will bring in customers that have never 
known the extensiveness of a hardware store’s stock 
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Lhree windows that tell their own 
Christmas story, each a good example 
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“9 ESTER, pester, pester. Yap, 

yap, yap. How many 
times have you been at me 
to put in those fool retail lines? How 
many times have I got to tell you, 
‘NO?’ We made this business out of 
the supply line and we’ll leave well 
enough alone. Besides, there’s plenty 
for you to do right here.” 

Bud Starling’s grin was usually 
the most apparent feature of his 
pleasing personality, but it was fast 
fading under the tirade of Old Man 
Starling. 

“Pop, we ought to make money 


wherever we can make it providing 
it’s in our line.” 

“In our line. You’ve said _ it. 
Flashlights, toys, knives, gimcracks! 
By cricky, you’d sell washing ma- 
chines if I’d let you.” 

“Yes, I would if I thought I could 
make money.” 

“Well, you won’t.” Bang went the 
fist on the ancient desk. Out went 
the Old Man into the stock room, 
chewing on an unlighted cigar butt. 

Bud heaved a sigh and began his 
chore of cooling off as he always did 
after such an interview. Bud knew 
the Old Man had been big medicine 
in his day and gave him all credit as 
well as relying on his judgment on 
men and materials in many cases for 
it was shrewd, but no one had con- 
vinced Bud that the retail side of 
the hardware business should be let 
alone. 

When the Starling Hardware Co. 
had built their own building, they 
had left space in the front for two 
small stores, one of which had been 
rented and stayed rented but the oth- 
er had fallen into unfortunate hands 
and three tenants had come—and 
gone with no permanent lessees in 
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The Little Place Next Door 


sight. Bud had tried to 
get the Old Man to set 
the little place next door 
aside for a small retail 
department. 

Bud picked up a trade 
magazine with a big toy 
section and riffled over 
its pages. The wind 
blew cold outside and the sky was 
grey—summer had left abruptly and 
winter with its holidays was press- 
ing. It was the winter trade that 
Bud had been counting on to prove 
his case. His eye caught a new kind 
of sled that had wondrous possibili- 
ties—he tore out the page. He start- 
ed to tear out another page when it 
struck him that a better way was to 
make out a list. 


The Capital Bud Needed 


With pencil and paper he built up 
a list of holiday items; a dozen of 
this, a half dozen of that and when 
he had covered two pages he stopped 
and added his totals. The result 
made him shiver. In no time he had 
made up a list that stood him over 
$2,000. 

And yet. He figured that the little 
place next door was not paying any 
rent. It was still seven weeks to 
Christmas. And there was certainly 
ten per cent net in it for those six 
weeks after covering all necessary 
expenses. 

He went back at the Old Man with 
the list in his hand. 

“Pop, can I rent the little place 
next door until the first of the year, 
providing we don’t get a regular 
tenant? Same price as we’ve been 
charging?” 

“What the he— do you want it for? 
Retail stuff?” 

Bud’s jaw set and his eyes glit- 
tered. There was some of the Old 
Man’s mettle in him. 

“Yes, for retail stuff. If you won’t 
let me do it for the company, I want 
to do it for myself. And you can 





dock me for the time I am out if you 
want to.” 

He was all braced for a row and 
for once in his life, ready to do bat- 
tle. To his surprise, the Old Man’s 
eyes twinkled. 


time before breakfast 


By RALPH BARSTOW 
Illustrated by Edward Grinham 


“You can have it. There’s only one 
way to cure you and that is to give 
you more than you can chew. Now 
you’ve bit off something. Le’s see 
you do it. Fred!” 

Fred came into the office. 

“Give Bud the key to the place 
next door. Charge him $50 a month 
from now to the first of January and 
cross him off our books. He’s fired.” 
With snorts of Falstaffian merri- 
ment, the Old Man got up, shook 
Bud’s hand and gave him a mock 
blessing. 

It took Bud back. He hadn’t ex- 
pected things to take such a turn. 
But he couldn’t and wouldn’t hedge. 
He’d see it through. 

With the key in his hand, he en- 
tered the little place next door and 
turned on the steam in the radiators. 
The windows were dirty. There was 


an ancient Liberty Loan poster half- 
hanging from the wall and dust on 
the floor. No lights—the meter was 
disconnected. 

“Whoo!” said Bud. 


Starts Cleaning House 


He went home, got into his oldest 
clothes, borrowed a line of cleaning 
materials from his mother and start- 
ed back. Five dollars of his cash 
capital went to the Light Co., as a 
guaranty for the meter connection. 
He counted his assets and found he 
had a little over $200 to work with. 

It was eleven that night before a 
very sore, dirty and tired.Bud closed 
the door of his store (empty though 
it was) with everything cleaned up; 
floors, windows, walls and mouldings. 
He slept like a log but awoke with 
a start about five A. M. with some- 
thing pressing on his mind. He 
finally recalled what it was. He was 
a retail merchant without even any 
debts, to say nothing of merchandise. 
He was wide awake and spent the 
in making 
plans. 

The first visit was to the bank. 
He told his story to the President 
and asked for a “character” loan of 





December 9, 1920 


$2,000. The President shook his 
head kindly. 

“Money’s too tight, Bud. You are 
good for it in normal times but I 
wouldn’t be treating the stockhold- 


ers right. You can refer to me if 
you want to try to get credit but I 
doubt if you can even get goods so 
late. You ought to have done your 
buying long ago.” 

Bud took a train to the nearest big 
city and tackled the biggest jobber 
there. He told the whole story, 
going back to the first time he had 
urged the Old Man to get into the 
retail end. The jobber listened with 
interest and finally reached over and 
shook Bud’s hand. 

“Starling, I’m with you. More 
than that, I’ll back you up. Natur- 
ally, I expect you to remember me if 
you ever do get a retail department 
going and I am counting on you to 
do just that. We haven’t got much 
left, but go out and look around and 
make up a list of what you want. 
When you get it done and the prices 
figured, bring it back to me and we'll 
see what we shall see.” 

Have you ever hit a golf ball just 
right and watched it sail a mile down 
the fairway? Have you ever landed 
a fighting trout after fifteen min- 
utes battle? Have you ever discov- 
ered that the girl you liked best, 
liked you best? That’s the way Bud 
Starling felt as he went out of the 
jobber’s office. 

It took a couple of hours to select 
what Bud felt to be the best stock 
possible but by nightfall he was back 
home and at work building bench 
counters against the wall on which 
to display his goods. 

The next week was a delirium of 
sixteen hours per day of work. 
Signs, green branches and smallish 
Christmas trees, miniature lights 
and the usual ornamentation and then 
Bud struck his big idea! 

He had been worrying about the 
clerk hire. He gaw all his profits 
going out in pay envelopes. But he 
found a way out. 


A Regular Toy Cafeteria 
In the front of the store, he built 


a railing with two turnstiles, one op- 
erating in and one out of the door. 
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On the out side, he built a counter 
and installed a cash register so that 


people could shove their: purchases 


along toward the cashier who could 
check the prices on the goods, make 
change and’ pass the buyer on and 
out with a cheery “Thank you.” Bud 
planned to get a Certain Young Lady 
(of whom you may hear more) to 
hold down the cashier’s job. He was 
sure of her smile—and cordial 
“Thank you.” 

On top of the counter and wired 
down wherever possible, he placed 
the sample or specimen article with 
a readable sign explaining it in at- 
tractive language and the price in 
clear figures. Immediately under 
the counter, all wrapped up, in bins 
marked so that no mistake could be 
made, were the goods themselves 
with a little gummed and perforated 
label on each bundle which the cash- 
ier could tear off and keep as her 
stock record. Bud’s $200 looked like 
yesterday’s breakfast dishes but a 
Certain Young Lady came through 








with another hundred and the store 
looked like a million dollars. 

Advertising was the thing that 
worried Bud to death. He couldn’t see 
how he was going to compete with 
the big stores and yet he knew he 
would have to do something to bring 
the people to his place as he only 
caught one stream of travel in the 
town, being just off the main street. 
He was thin and tired but the grin 
still decorated his jaw and the deter- 
mination to win just oozed out of 
him. 

He had a stock on hand that rep- 
resented a retail value of $4,000 
(which he had insured!) and he fig- 
ured he could handle the trade as 
fast as it came in, even on the big 
days before Christmas, for they just 
naturally had to keep moving around 
in acircle. Traffic kept to the right! 

A Certain Young Lady named the 
store THE SELF SERVING TOY 
STORE, which was good because it 
hinted at novelty but it had to be told 
to the public generally and_ that 
looked like a lot of money. 

The Classified Sections of the local 
newspapers finally gave the answer. 
Bud wrote little ads for the various 
headings like these: 
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Situations Wanted—Male 


Sailor Boy Doll,-15 inches tall, 
brunette, dressed,, would like posi- 
tion working for little girl. Will 
go to sleep. Will smile continu- 
ally and will make some one happy. 
$3.75 at Self-Serving Toy Store, 
261 St. Peter St, 

Personal 


Will the small boy who looked 
longingly at Ice-Cycle in Self- 
Serving Toy Store, 261 St. Peter 
St., tell his dad that he can buy it 
for $2.50 and make small boy 
happy for Christmas. 

Real Estate For Sale 

Four-room doll house, complete 
with curtains, windows and furni- 
ture. Ideal home for family of 
little girl. Property can be seen 
daily at Self-Serving Toy Store, 
261 St. Peter St. 

He worked with a Certain Young 
Lady and ‘got out a lot of these 
items and found that he could reduce 
his advertising bill to about $10.00 
a day, which made him very happy. 


When They Opened the Store 


They opened the store on Decem- 
ber 11th, which fell on a Saturday 
and did a little business. The fol- 
lowing week was fair and suggested 
that people were catching on but it 
was not until the afternoon of De- 
cember 20th that it came over them 
that there were people outside the 
door trying to get in and on Tuesday 
Bud was telephoning to his friend 
the jobber for more goods. He had 
to hop the ‘evening train and bring 
the stuff back as excess baggage but 
he managed to land another $1,000 
worth although he didn’t go to bed 
at all Wednesday night and he just 
about wore his fingers out making 
up the bundles and putting on the 
tags. 

Christmas fell on Saturday and 
they had decided to have a clearance 
sale commencing at 6 P. M. Friday 
evening so as to clean up all the stock 
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they could and Bud had privately 
promised himself that if he could pos- 
sibly afford it, he would take what 
was finally left unsold out to the Or- 
(Continued on page 109) 





What the Farmers Want for Christmas 


Ornamental Gifts Are Not on the List of the Thrifty 
Tillers of the Soil—Useful, Practical Gifts Appeal 
to Those Who Work Hard for Their Bread and Butter 


HRISTMAS season for the hard- 
C ware merchant is here again, 
and, like every other season, the 
small community hardware store 
must make a strong bid for the 
farmer trade. We will try to bring 
out a few points which may be help- 
ful to other small-town merchants on 
selling Xmas hardware to the farmer. 
This trade is just as different as is 
the big city store different from its 
smaller brother of the rural districts. 
By way of example, how many elec- 
tric percolators will the small-town 
hardware store sell to his farmer cus- 
tomer, Mr. Eli Clapper, when he 
drops in during the holiday season, 
looking for some gift for Mrs. Eli? 
Chances are that sales on this item 
will not wear out the cash register, 
and this is only typical of one item— 
a splendid seller in the city store, but 
‘ much less speedy for country sales. 
From experience, we have come to 
believe that our good farmer custom- 
ers can be appealed to most strongly 
by what we may term the common 
and substantial article, as opposed to 
the more attractive and artistic one, 
which is perhaps more pleasing to 
the eye. Regarding the latter, he is 
more apt to say: “Don’t want none 
o’ them darn contraptions in my 
house—too fancy for my folks.” 


When He Had Lots of Cash 


The other day, shortly after milk 
checks had been paid, one of our 
farmer customers came into the store 
to buy five cow stanchions and a roll 
of sheathing paper. After filling his 
order, I said: “Well, Alden, how 
about Xmas for your wife and the 
kids? What are you thinking of get- 
ting them this year?” “Too early 
for that, and I reckon the missus can 
pick out what she wants better’n I 
can, anyhow,” he replied. Such ex- 
treme enthusiasm on his part wasn’t 
going to make any sales for us, so 
I came back at him like this: “You’re 
right, Alden, about her knowing what 
she wants, but it isn’t a day too early 
to think about that Xmas gift, and 
I want to ask you one question: Do 
you think your wife would turn you 
out if you bought her a washing ma- 
chine, instead of her continuing to 
use that wash tub and board (for I 


By A. H. VAN VoRIS 


recalled the purchase of a glass wash 
board a few weeks ago)?” His an- 
swer was: “No, I guess not,” and 
without going into the details of the 
sale, before he left, he had one of our 

washing machines and a brand- 
new ball-bearing wringer on the back 
of his milk truck; he said he was 
going to hide the outfit in the barn 
until Xmas. The idea is simply this: 
Alden had the money; he was plan- 
ning indefinitely on some sensible 
present for his wife and he only 
needed the stimulus of suggestion, 
followed up by common sense expla- 
nation of practical use. He went 
home feeling that he had bought his 
wife something worth while—some- 
thing to lighten her house work once 
every week for years to come, and I 
have in mind a pair of skis and a 
Kiddie Kar for Alden’s youngsters 
on some later visit. 

Often the farmer’s wife will come 
on the same indefinite quest. We find 
her peculiarly open to suggestion. 
Perhaps this is because she has so 
little time to make out a shopping list 
of Xmas possibilities. Again, by way 
of example: One day last week Mrs. 
Sam Tompkins came to the store to 
buy a sausage grinder and stuffer. 
While wrapping up these purchases 
I asked her if her husband carried an 
oil lantern to the barn to do chores. 
She replied that he did, and that gave 
me a cue to show her some new flash- 
lights we had just put in the case— 
the long, three-celled kind, with hex- 
agonal-edged miners’ searchlight 
lens. I placed one in her hand, had 
her snap it on and off, lay it down 
(and it couldn’t roll over), and I sug- 
gested that this would make a nice 
gift for Sam at Xmas time. That 
happened to be a very easy sale, for 
she saw how easy it would be to use 
one around the house. Before she 
left, she bought the large one for her 
husband and a small tubular for her- 
self, 


Flashlights and Farmers 


May I say, regarding flashlights, 
that the farmer is a splendid pros- 
pect for one? If you can really get 
his attention, your chances for a sale 
are good. Just yesterday a farmer 
from the hills brought one in to have 
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a new bulb fitted to it, and he told 
me that he had three of them, and 
that he wouldn’t know what to do 
without them—wanted them all in 
working order, all the time. Talk 
with the farmers and get their own 
ideas of how to use them, and re- 
member these things in your sales 
talk next time. Mr. Farmer, as you 
know, is no eight-hour worker; he’s 
up long before daylight, and every 
once in a while we hear them say that 
they didn’t get chores done until 9 
o’clock last night. With these short 
hours of daylight, a flashlight helps 
out tremendously on the farm. We 
are only one of a half dozen stores 
in our town to sell them, but our 
trade alone surely proves their every- 
day use to the farmer. They make 
an excellent and inexpensive gift, and 
in so many cases only the suggestion 
is necessary to accomplish the sale. 

Now, how about city streets and 
country roads? It takes a blizzard 
to tie up the former, for the Street 
Cleaning Department will have its 
“white wings” on the job so that the 
streets are free from snow soon after 
a winter storm—but how about coun- 
try roads? In the country, autos are 
mostly laid aside for bob sleds and 
cutters each year and repose peace- 
fully in the garage or barn until the 
coming spring. This may put a 
crimp in the auto accessory sales for 
the small-town dealer, but it surely 
boosts them in drilled horseshoes 
and calks, and lest we seem to depart 
from our subject of selling Xmas 
hardware to the farmer, let’s put our 
feet right back on the subject—car- 
riage heaters. They should be named 
sleigh heaters. We keep one on the 
counter all the time, now, and a few 
days ago one farmer said, after buy- 
ing one of them: “Now my old 
woman can ride to town without 
freezin’ her feet—guess this’ll just 
about suit her for Christmas, all 
right.” 

He must have seen the one on the 
counter and remembered her dis- 
comforts of last winter. This is an- 
other example of the practical, ordi- 
nary, every-day thing which the 
farmer picks out for his Xmas gift. 

How’s this one: The other after- 
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Cutlery, vac bottles, scales, cameras, percolators, casseroles and toasters are shown in this practical win- 
dow and so arranged in white, red and green that the effect is most excellent. You can duplicate this 
window in your store with a little time and effort 
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Can you think of anything more practical for Christmas than aluminum kitchen ware? Modern utensils 
will always appeal to a woman whether in the city or on the farm. Here are plenty of articles that every 
woman in the land would be proud to possess 
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noon Sid Burnap walked into the 
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store, stood by the front door, appar- = 


ently waiting for some one, and sure 
enough, when asked if we could get 
something for him, he remarked that 
he was waiting for his wife. In a 
few minutes she came, and they 
walked over to our line-up of kitchen 
ranges. When I asked them if I 
might show them.some of the dif- 
ferent models, Sid told me that he 
and his wife had talked about making 
each other an Xmas present of a new 
range, if they could find one that 
suited them and their pocketbook. 
“Sensible sort of thing to do, Sid,” 
I replied, taking the lids from a fine 
six-hole, polished top, with reservoir 
and cabinet top. I wanted them to 
see the sturdy fire-box construction, 
and how the flues carried the heat 
around the oven, and how the tank 
was heated, and then the beauty of 
the whole range. They looked at sev- 
eral others. I knew that in Sid’s case 
the price would not worry him very 
much, considering the hundreds of 
barrels of choice apples he had 
shipped to the city this fall. Some 
well-disposed fortune must have 
guided my selection of the first 
range. To make a long story short, 
after a little “family consultation,” 
they bought the range, and although 
Christmas is not here, I judge they 
have already begun to celebrate it 
with crisp, brown pancakes and 
maple syrup every morning. Sid 
Burnap’s idea of Xmas hardware was 
good. He and his wife were well 
pleased, and we made a good sale. 


What the Farmer Boy Wants 


There isn’t a farmer boy in the 
land who doesn’t want a hand sled, 
providing he doesn’t already own one 
(and he probably wouldn’t turn down 
a second, at that). We mustn’t for- 
get the boys, either. We try not to, 
and every year we sell a reasonable 
number of Flexible Flyers, as a result 
of having them on display both in the 
store and in windows, as well as in 
front of the store. When the farmer 
or his wife come to purchase some 
milk pans, a sack of oyster shells, or 
what not, it’s very easy for us to in- 
quire about Harry or Fred, and to 
find out if they need a new sled. Per- 
haps we may not sell one that day, 
but our display will linger in their 
minds, and Xmas day may find one 
of our sleds ready for the boys. If 
there are little youngsters at home, 
we have small model sleds, furnished 
to us by the manufacturer, and we 
give one to mother to take home to 
little Charley for him to play with. 
Don’t you think she’s quite apt to 
remember our store, when she gets 
ready to buy him a real sled? The 
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Greeting 


Hardware Age wishes 
its readers the merriest 
of Christmases and a 
full share of the pros- 
perity that will come 
to United States in the 
year Twenty-One 


December 9, 1920 


the hardware man has his oppor- 
tunity to sell some more Xmas hard- 
ware. A pump air gun can’t help but 
please the young chap, if he isn’t old 
enough for a twenty-two; he has all 
outdoors for his target, on the farm, 
and he can learn a lot with his air 
gun. 

Mrs. Farmer, among her pots and 
pans, may be delighted on Christmas 
morn to find a brand-new aluminum 
tea kettle, coffee percolator or cas- 
serole standing ready for her use on 
the kitchen range. Remind her hus- 
band of this when he comes to your 
store next time. If it isn’t one thing 
it’s quite apt to be another in this 
line of kitchen utensils. In order to 
make the selection easy, we have 
cleared a large space in the front of 
our store, placed two tables there, 


= covered with holly crépe paper, and 
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heavy, sturdy kind seems to sell best 
to the farmer, for it can be used, 
with a home-made “box” to carry 
things about the place, as well as to 
slide down the back meadow lot on 
the crust. 

Silver-plated ware, pocket knives, 
razors, shears and carving sets, al- 
though by no means exclusive to 
farmer customers, are always good 
Xmas hardware for them. The man 
may need a new razor and the wife 
buys it for him; the boy wants to 
start in shaving and she buys him a 
safety razor, cup, brush and soap. 
Perhaps the wife needs a new pair 
of shears or scissors, and the boy a 
new pocket knife. They’re always 
good at this season. 

We’ve mentioned flashlights. Our 
window display at Xmas time always 
contains them, and, mingled with 
them are clocks and watches. Is 
there any farmer lad who isn’t 
mighty glad to see a shiny, nickel- 
cased watch waiting for him on 
Christmas morning? If he’s beyond 
the age of his first watch, we are 
ready to offer a solid nickel or a gold- 
filled case with jeweled movement. A 
watch is generally a good suggestion 
for a gift to the hired man. 


For Hunters 


Fox hunting is fine, over the 
wooded hills of our county. If “all 
work and no play makes Jack a dull 
boy,” it’s equally true about the 
farmer, and a-hunting he will go 
some of these winter days when the 
morning chores are done. Perhaps 
he may take the dog out for a chase 
after rabbits. Anyhow, rifle or shot- 
gun must go along, too, as a very 
necessary “accessory to the fact,” and 


on them are an assortment of some 
size of nearly everything in our stock 
of nickel and aluminum ware. Re- 
sults show that this sort of display 
pays well. 

Christmas Hardware for the Far- 
mer—we’ve tried to show that we 
find it’s the real, practical, sensible 
gift which appeals to him. If you 
agree with us, try him out on it 
and you’ll be a Hardware Santa Claus 
on many a farm this year. 


ARE WAGES IN FOR A 
TUMBLE? 


Statistics published by the New York 
State Industrial Commission indicate a 
further rise in the average wages paid 
to cutlery operatives. The present wage 
scale is the highest paid and exceeds 
now the average weekly payments of 
the year 1914 at the rate of 217 per 
cent. A slight reduction took place in 
the occupation ratio of the cutlery in- 
dustry during August, but owing to the 
additional wage increases the total 
amount paid in wages remained ap- 
proximately the same. The cutlery in- 
dustry is troubled at the present time 
by lack of supplementary materials 
which makes necessary an occasional 
slowing down in certain of its depart- 
ments until new supplies have been 
obtained. This is said to be the prin- 
cipal reason for the temporary reduc- 
tion of the labor force. 


On Trap Shooters’ Committee 


Frank G. Drew, vice-president of the 
Winchester Repeating Arms Co., has 
been named as chairman of the execu- 
tive committee of the American Trap- 
shooting Association for the year of 
1921. The executive committee plans 
for the policy of the association. 

Thomas S. Davis, manager of Sports- 
men’s Headquarters, New York, was re- 
elected treasurer of the American 
Trapshooting Association at the recent 
meeting. 
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A Christmas Present for the Motor Car 


Don’t Forget Old Faithful Henry When Urging Customers 
to Buy Gifts— Many a Man Will Buy the Auto Something 
New This Year and He Will Buy at Your Store Probably 


ILL PILCHER is a neighbor 
of mine. Also he is a real 


salesman with the accent on 


the sale. A few days ago I called 
on Bill at his home and after we had 
nominated Harding’s cabinet and 
revised the League of Nations, the 
conversation drifted to Christmas 
and Christmas gifts. 

We registered our disapproval of 
purple socks, silk neckties and cheap 
cigars, and then Bill opened up with 
anew one. “I’m going to take Henry 
into the family this year,” he said. 
“Henry,” I queried. “I don’t get 
you. Who is this man Henry?” Bill 
laughed. “Henry is the fellow who 
takes me to the office, carries Bill, 
Junior, to school and escorts mother 
on her social calls. He is the all- 
round transportation agent for the 
family.” Then I tumbled “Henry” 
was the family car. 

“It’s a good idea, Bill,” I said, 
“but what in the name of common 
sense can you buy as a present for 
an automobile?” ‘“That’s what I 
said at first,” he retorted. “Now I 
am having more trouble deciding 
what not to buy. I’ve got a tenta- 
tive list of gifts covering three 
pages, and I’m still guessing.” 


By LLEW S. SOULE 


“Thanks for the tip, Bill,’ I said, 
as I started home that evening. “I 
can see where the hardware dealers 
of the United States have been over- 
looking a mighty good bet. From 
now on ‘Henry’ is in the family and 
‘Henry’s’ owner is billed as a pros- 
pect for a brand new line of Christ- 
mas gift suggestions.” 


Warm Clothes for Cold Radiators 


Back in. my boyhood days new 
overcoats were star items on the 
Christmas program. Dad figured he 
could kill two birds with one stone 
by making the useful coat act in the 
dual capacity of gift and necessity. 

As I thought over Bill’s Christmas 
suggestion, those boyhood overcoats 
came promptly to mind. “Why not 
an overcoat for Henry?” I said to 
myself. “The old car won’t object 
because it never had a Christmas 
present before and don’t know the 
custom of giving useless jimcracks. 
Besides a car is considerably like a 
human being. It works better when 
it’s warm and comfortable.” 

I’ll just pass the thought on to you 
fellows behind the retail hardware 
counters. When your automobile 
friewd drops in between now and the 
holidays suggest a Christmas pres- 
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ent for the car. Tell him the robe 
doesn’t look well draped over the 
radiator. Besides it might be stolen. 
Suggest a new radiator cover, and 
if he falls for it, back up the sale 
with another of some good anti- 
freeze solution. Make one of your 
Christmas slogans, “Warm Clothes 
for Cold Radiators.” It will add to 
your Christmas profits. 
Home Comforts on Wheels 

Not so many years ago we shelved 
our automobiles in the fall along 
with lawn mowers. Winter was a 
street car or closed season, but good 
roads and the closed car have worked 
a change in the motoring schedule. 
However, even a closed automobile 
or a good set of curtains can only 
keep out cold. Neither generates 
any heat in itself. For that very 
reason a good car heater looms up 
big as a Christmas present for our 
old friend, the car. Of these there 
are several types in general use, such 
as electric, oil burning, the register 
type and those using prepared fuel. 
With the heater naturally comes its 
companion, a good robe. 

It might be a good plan to carry 
the comfort plan a little farther and 
suggest a radiator heater, a hand 
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warmer to attach to the steering 
wheel, or a heater for the intake 
manifold to insure easy starting. 
Possibly too the car and the family 
would appreciate a nice garage 
heater to insure against frozen 
radiators during cold winter nights. 
We are all strong for comfort, so 
play the comfort angle when sug- 
gesting a present for the family car. 
Novelty Items Make Excellent Presents 


Every car owner has a secret 
yearning for the many useful and 
attractive novelty items of the auto- 
mobile accessories line. Perhaps 
we don’t always feel that we can 
afford all of these things which ap- 
peal to us, but we want them just 
the same. Why not make the nov- 
elty items serve as Christmas pres- 
ents to the car? For example, there 
is the cigar lighter, a good wind- 
shield cleaner for use when rain ob- 
secures the glass, a good dash clock 
or some nifty running-board mats. 
Then again there are such items as 
an engine driven pump, or a patent 
tow line, an automobile shovel and 
a dozen and one others equally good. 
_ Under the same Category come such 
useful and handy accessories as 
thermos bottles, fitted lunch boxes, 
and camp or picnic sets, all of which 
add to motor comfort and are par- 
ticularly adapted for use as Christ- 
mas gifts. 

Plenty of Standard Necessities with 
Gift Value 


But there isn’t any particular need 
to sticking to novelty_ items when 
suggesting a present for the car, 
There are many staple items equally 
as acceptable. An extra wheel, a 
spare tire, or a set of chains would 
please both the car and its owner. 
Sometimes an extra jack comes in 
mighty handy, and I have never yet 
seen the motorist who couldn’t use 
a good kit of tools or a set of 
wrenches to advantage. Even a set 
of spark plugs or a vulcanizing out- 
fit can be easily sold as a Christmas 
special. In addition there are bat- 
tery testers, auto mirrors, danger 
signals, tire gages, flashlights and 
fire extinguishers, all in the gift 
class. A bumper is also always in 
order. You might even suggest a 
new garage as a present for the car 
and get a chance at a bill of garage 
hardware. 

The main thing for the retailer to 
do is to sell the idea of a present 
for the car. The rest is easy. Just 
show the car owner the things you 
have that make for better motoring 
and more motor comfort and help 
him out with a few sensible sug- 
gestions. 
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There is money for you in the 
slogan, “Buy a Christmas Present 
for the Car.” 


Commercial Register Published 


The twenty-ninth annual, or 1921 
edition, of Hendricks Commercial Reg- 
ister of the United States, has just been 
published. It is a complete annual reg- 
ister of manufacturers and dealers in 
the United States, embracing a large 
number of classified trades and indus- 
tries, including electrical, engineering, 
hardware, iron, mechanical, mill, 
mining, quarrying, chemical, railroad, 
steel, architectural, contracting and 
kindred industries. It is an important 
guide to buyers. The book is divided 
into classified sections and also in- 
cludes a large number of more or less 
familiar trade names. 


Mason Rubber Co.’s Branches 


The Mason Tire & Rubber Co., Kent, 
Ohio, has opened three new branches in 
the western field—one in Portland, Ore- 
gon, at 82 N. Broadway; one in Denver, 
Colorado, at 1748 Broadway, and one in 
Los Angeles, California, at 1232 So. 
Grand Ave. 


December 9, 1920 


Active at 84 Years 


Though some of us outlive the sup- 
posed allotment of three score years 
and ten, few of us reach the age of 83 
with continued mental and physical 
alertness. Fred P. Straub, senior part- 
ner of Fred P. Straub & Co., hardware 
dealers, Evansville, Ind., is now in his 
eighty-fourth year and continues stead- 
ily to take an active part in the busi- 
ness that bears his name. Every morn- 
ing and afternoon, Mr. Straub may be 
found on the job with the benefit of 
training in the hardware business that 
dates back to 1858. In that year he 
started in his business career working 
with his father who conducted the firm 
of Jacob Straub & Son. Two years 
later he bought his father’s interest in 
the company and changed the name to 
Fred P. Straub & Co., taking in two 
brothers at the same time. 


In 1880 the two brothers went in 
business, each for himself. Mr. Straub 
then took in his son, Fred H. Father 
and son have continued that business 
and it is still highly successful, located 
within two blocks of the original Straub 
store. 
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THE BUSINESS QUIZ 
(No. 5) 


Question No. 1—What method do you use to keep your windows free 


from frost in the winter time? 


Question No. 2—What is the “P. M.” system of compensation to 


clerks? 


Question No. 3—What is meant by a “credit guaranty”? 

Question No. 4—Do you know how to effect a saving on show cards 
and price tickets; also to have them clean at all times? 

Question No. 5—What is meant by “Terms 2% 10 days E. O. M.”? 
E Question No. 6—Why is the seller afforded more protection when he 
=  gells goods on “consignment” instead of a straight sale? 
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ANSWER TO BUSINESS QUIZ No. 5 


Answer No. 1—To keep windows free from frost, bore a row of holes 
in the top and bottom of the casement, start an electric fan which will 
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keep the moist air in circulation and prevent it freezing on and glazing 


the glass. 


Answer No. 2—The “P. M.” for compensation means paying the sales 
force a premium on damaged, shopworn, or goods you want to close out. 


It is seldom given on new, clean, salable merchandise. 
Answer No. 3—A “credit guaranty” consists in having some respon- 
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sible person or firm guarantee the account to the seller against loss 
and the prompt payment of all bills. 

Answer No. 4—To effect a saving on cardboard and always have same 
clean, use a black card, letters in white instead of a white card with 
the usual black printed figures or letters. 

Answer No. 5—The terms “2% 10 days E. O. M.” means goods are 
sold with the privilege of deducting 2% discount 10 days from the end 


of the month goods were billed. 


Thus a 40-day dating is established. 


Answer No. 6—On goods sold outright the title passes from the seller 


to the buyer. 


On goods sold “on consignment” title remains in the 


possession of the seller up to and including a specified date or settlement 


day. 








Sell a Fire Extinguisher for Christmas 


The Best Time of the Year to Impress Your Customers 
of the Necessity of Guarding Against Conflagration 


HE only day in the entire year 
when rich and poor in every 
Christian country on the globe 

fraternize in spirit is the celebration 
of the birth of Christ. It is a day 
of rejoicing and good feeling among 
all Christianity, no matter what the 
creed, and as a holiday it is joined 
by all creeds whether Christian or 
not. In short, it is the one big day of 
the year. The poor are remembered, 
children are made happy by gifts, 
everyone’s heart is softened no mat- 
ter how hard it may be for the other 
364 days of the calendar, and the day 
is one that lingers in the memory for 
weeks after. 

In this country, especially in the 
smaller towns, every house has a 
Christmas tree and the mantlepiece 
is adorned by little stockings hanging 
in a row so that Santa Claus will not 
forget just how many children live 
in the house, and in many cases the 
stockings are labeled so that no mis- 
takes can possibly occur when the 
kindly old gentleman rides down the 
chimney and selects from his enor- 
mous bag the precious toys for those 
children who have been good. Even 
the bad children share in this gen- 
erosity, so loving and forgiving is 
this genial ruler of toyland. 

Fathers and mothers are always 
particular to see that nothing mars 
the day and nothing happens to spoil 
the happiness and love that fills the 
house to overflowing. However, de- 
spite every precaution, sometimes 
some little incident may arise that 
will spoil the whole day, and in some 
instances trouble of a most serious 
nature occurs. 

Christmas trees are pretty. The 
idea is always wonderful and the dec- 
orations are such as to gladden the 
heart of the most cynical, but—and 
here permit us to indulge in a bit of 
pessimism—they are dangerous. 


The Dangerous Lighted Candles 


Lighted candles are always placed 
in great profusion on the tree. It 
would be a pretty sad-looking tree 
without candles and the red and 
green paper trimming wound around 
the tree and the other little fix- 
ings that make the whole tree re- 
splendent with beauty. However, the 


pretty little candles often fall from 
the holders, more often set fire to 
the paper and decorations, and be- 
fore the fire companies arrive to pour 
much unnecessary water on the pres- 
ents, the whole room is in a blaze. 

Christmas fires have been the ter- 
ror of fire departments in small and 
medium-sized towns for as long as 
the memory of man. The property 
loss each year has been enormous 
and in most cases the source of the 
fire was from decorations on Christ- 
mas trees. Of course, that is not the 
only way Christmas fires start. Boys’ 
educational toys sometimes become 
overheated when gasoline or alcohol 
is used and the inexperienced youth 
does not know what to do. Church 
fires are frequent, especially in those 
denominations where altar candles 
and added decorations are used. 

In recent years fires have been 
lessened by the general use of hand 
extinguishers, of which there are sev- 
eral good makes. A letter from a 
Catholic parish in Birmingham, Ala., 
tells how the decorative paper took 
fire at a midnight mass, but that a 
serious fire was stopped by the use 
of an extinguisher taken from the 
automobile of one of the parishion- 
ers. Another letter tells how a man 
in San Rafael, Cal., saved his house 
from destruction by the use of a 
small extinguisher when a toy steam 
engine set fire to woodwork in the 
house. However, in this case the 
man had filled the engine with kero- 
sene instead of alcohol. 


Sell Them Extinguishers 


Hardware dealers everywhere 
should not lose the chance at this 
time of the year to sell fire extin- 
guishers. Here is a golden oppor- 
tunity. Customers should be im- 
pressed with the importance of pro- 
tecting the house on this joyous day 
and of thereby insuring the happi- 
ness that they are counting on. It 
is a hard matter to keep the loving 
spirit if you have the house burned 
down on Christmas. 

City’ dealers should call attention 
to the hastily wired lighting for 
trees, usually in violation of the fire 
laws and possibly not covered in the 
regular insurance policy. Small-town 
dealers have the candles to refer to 
and the paper decorations. Dealers 
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who serve the “good spenders” can 
call attention to the dangers of im- 
properly using toy steam engines and 
other toys. Every customer that 
comes into the store is a live prospect 
for a fire extinguisher. Every dealer 
has legitimate arguments that should 
sell this valuable household apparatus 
to every thinking home owner. Even 
if the sale fails it is going to make 
the man think about buying one, and 
this time of year gives the salesman 
an opening to talk about it in easy 
conversation instead of dragging up 
an unpleasant subject and forcing the 
arguments on an unwilling listener. 

And after all else fails the dealers 
can do this with much success. Keep 
track of the fires in your city or in 
New York City or Chicago that occur 
on Christmas Day. Cut the news- 
paper accounts out of the paper and 
have them reproduced in a direct 
mail circular to be sent out the day 
after Christmas. These accounts 
with the one statement: “These fires 
would not have happened if a — fire 
extinguisher had been used.” These 
signed with the firm’s name will be 
bound to put over a selling idea and 
gather in those who had failed to 
buy before Christmas. 


The After Christmas Window 


After Christmas is also a wonder- 
ful time to put in a fire extinguisher 
window calling attention of the citi- 
zenry that fire does occur at Christ- 
mas ‘time and afterwards, too, for 
that matter. If they have had any 
fears in regard to Christmas tree 
fires but have been fortunate enough 
to escape one of them, the fear will 
still be fresh in their minds and sus- 
ceptible to suggestions. 

Fire extinguishers form a stock 
that offers sales possibilities at un- 
expected times. Any good salesman 
can convince a prospect once he had 
artfully led to an opening on the sub- 
ject. People for some unexplained 
reason hate to talk about fires if the 
subject is applied to them person- 
ally so it is only the able salesman 
who can work around to the conver- 
sation without offending. 

But Christmas and Christmas fires 
offer opportunities for bringing up 
the subject and discussing it infor- 
mally up to the time when the sale 
is to be actually put across. 





Preparing for the Christmas Shoppers 


The Necessity of Helping Customers Pick Out Their 
Presents—Selling the Entire Family Every Gift That 
They Can Use—Your Christmas Time Advertisements 


F ever the plea of the practical 
was timely and sure to stir re- 
sponse it is now. 

War extravagances are of the past. 
Years of swollen luxury have given 
place to strict economies. 

“Buyers beware” is the mental 
attitude of most customers. Goods 
are carefully inspected, purchases 
are planned, buying is burdened with 
caution. 

What effect is this going to have 
on Christmas business? None, so 
far as the hardware man is con- 
cerned, at least, unless it is to hang 
up new records. Folks have not 
stopped buying. They are just more 
economical. And no business fills 
the gap between a desire to spend 
and a purpose to spend wisely so 
well as does the hardware business. 

Practical? That’s the middle name 
of a hardware store. 

Useful? Tip to toe the store is 
crowded with things that answer 
“yes” to the question of utility. 


The Real Common Sense Christmas 


Good hardware stores have long 
placed emphasis at holiday seasons 
on the permanent nature of the gifts 
they offer for choosing. They have 
referred to the common sense Christ- 
mas as the one really worth having. 
They have told eager ears that for 
utility and practicability their offer- 
ings are without a peer. It seems 
that this year is the time to tell that 
same story and to tell it with a little 
more vigor and vim than ever be- 
fore. It ought to get a whopper of 
a response now. 

Looked at from the receiver’s 
viewpoint alone, is there any gift 
quite so welcome as the gift which 
gives use? Of course you can 
imagine a butterfly girl with a so- 
ciety leaning thinking more of an 
ostrich feather fan than she would 
of a pair of skates, but such are few. 
And when your recipient is man or 
woman, boy or girl, you can be right 
certain that the gift which makes 
lighter their tasks and steps right in 
and becomes a part of their every- 
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day life is the gift longest treasured. 
Gifts for Everyone 


Some large stores have found 
their most effective Christmas ad- 
vertising centered around the plan 
of listing gifts for each member of 
the family. Such “copy” makes 
choosing easy and helps perplexed 
brains to solve the gift problem. 
One very fine advertisement of this 
kind showed a_ pleasing young 
woman with a pencil in hand mak- 
ing check marks alongside the lists. 
With such an illustration the adver- 
tisement almost compelled you to 
check off your gifts from the same 
list. 

With such a plan in mind your 
advertisement, after the head and 
introduction would have something 
like this: 

FOR FATHER 


Gillette, Auto-Strop, 
Blade or Ever-Ready safety 
razor. Strops. Hones. Toilet 
necessities for after shaving. 
Electric Flashlight or Lantern. 
Automobile Robe. Automobile 
Lamp. Steer-Warms. Clark 
Heater. Automobile Gloves. 
Tool Chest. Tools. Etc., Etc. 


FOR MOTHER 


Aluminum Cooking Utensils, 
Pyrex Ware, Bread Mixer, Food 
Chopper, Silverware, Kitchen 
Cutlery, Manicure Set, Scissors 
and Shears, Washing Machine, 
Vacuum Sweeper, Gas Range, 
Electric Grill, Electric Curling 
Iron, Etc., Ete. 


FOR BROTHER 


Skates, Skis, Sled, Flashlight, 
Toys, Mechanical sets for toy 
building, Gloves, Pocket Knife, 
Shaving Equipment, Tools, Tool 
Chest, Etc., Ete. 


FOR SISTER 


Set, Shears ‘and 
Scissors, Silverware, Electric 
Curling Iron, Electric Grill, 
Electric Toaster, Etc., Etc. 


Sexto- 


Manicure 


These items are purely suggestive. 
In a well-stocked store there are 
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many more of a similar nature and 
you can easily make the lists much 
longer and for that reason much 
more attractive. An advertisement 
that contains many items gets more 
attention just as a store that has 
large stocks gets more patronage 
than the one with limited displays. 
And the hardware man can face 
the Christmas customer on the price 
question with head up. For we all 
know that our prices have been 
“right” all through the war and 
right now good hardware items are 
the best buy that the public can 
make. And why be modest about it? 
Tell the world that Christmas buy- 
ing at a good hardware store is as 
profitable as it is pleasant. 


Prepare for the Rush 


Christmas is a rush season. Folks 
are in a hurry to get into the store 
and get out, particularly during the 
last few days—the big peak days of 
the year. Anything that tends to 
quick selections will benefit the trade 
as it will make it easier for folks 
to buy and pass out and at the same 
time stimulate buying by keeping 
the crowd at a minimum and thus 
giving it better service. Some 
stores have found tables out in the 
aisles a big help to moving merchan- 
dise. Plainly marked goods help the 
looker to buy with little service from 
a salesman and are also a great aid 
if “green” help is in the store for 
the special rush period. 

There ought to be a wonderful 
holiday harvest for the hardware re- 
tailer this year. He seems set for 
it for his purchases of toys, cutlery, 
silverware and all holiday lines have 
been very heavy. The note of usa- 
bility will sound sweeter this year 
than it has at any other time and is 
so important that mentioning it or 
referring to it is overlooking a “good 
bet.” It ought to be played up big 
and strong. 

Such slogans as “The Store of 
Practical Gifts,” or “Make it a Sensi- 
ble Christmas,” or “Give Gifts That 
Give Pleasure Through Usefulness” 
are headings which can be worked 
and worked hard from to-day until 
Santa slides down into the fireplace. 





” 

MAT 7 AA, ~ << rp, - ” a aN a a ee mA 

Winget gan: eas ee ae <g RX Depes toit 7 nt 
Y ALY OE peek MGR = a, — 2 Ke Oe - oy gt j J 
hota Tt RN SISSY Z Pete BE CEI Ry PO BAY? 


~ 
> 
> 


set >*Se = 
re 


AK ek 


x, RAVE 


Soest 
WES, 


OG Oe 
Y, Lait a, 


SS 


‘ 
ES 


The Albany Iron & Hardware Co., Albany, N. Y., knows how to appeal to its customers for Christmas. 
Its bathroom fixtures make wonderful presents to the family as a unit. Everything in this showcase is of 
general use and any one of the things makes a good present 
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Christmas presents for women are to be found in hardware stores all over the country. Perhaps all 

stores do not carry extensive lines but they have goods and plenty of them for women. Women enjoy 
useful things and your stock is filled with winners 
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Toys as a Christmas Trade Getter 














Everyone Will Stop and Look at a Toy Display at This 
Season of the Year and the Wise Hardware Man Will 
Be Benefited in Every Department of His Entire Store 


HE basis for a good toy de- 
CL partment is kept by practi- 

cally every hardware mer- 
chant. I refer to the wheel goods— 
toy wheelbarrows, express wagons, 
juvenile garden tools, together with 
sets of doll dishes of tin and china. 
Add to these a stock of dolls, teddy 
bears, structural and educational 
toys, and some noise making instru- 
ments and the dealer has all the 
ground work for a big holiday 
splurge. While toys should be on 
sale the year ’round, every hardware 
man who wants to double his trade 
should play them up strongly at 
Christmas time, for the people, es- 
pecially the elders, who come to the 
store to look over the toys will find 
in the regular departments many 
things that suggest themselves as 
appropriate gifts to adult relatives 
and friends. The main thing is to 
get your line prominently before the 
public at as early a date as possible. 
Get the people into the buying mood, 
and give them some suggestions as to 
what to buy, and when the December 
shopping begins with a rush you will 
have educated them to the fact that 


By W. B. STODDARD 


you carry a big line and that it will 
pay to investigate your stock first. 
It is not necessary that one live 
in a city in order to carry on a very 
effective campaign. In the little 
town of Gillespie, IIl., the Gillespie 
Hardware Co. did a tremendous 
business last season by reason of 
their early and CONTINUOUS ad- 
vertising for several months before 
the great event. In the first place, 
when most people were thinking 
about buying a Thanksgiving turkey 
—they stirred the imagination by 
coming out with an ad surrounded 
with a border of jolly Santa Claus 
faces, and shouting: 
“Merry Christmas, Everybody!” 
“Have you seen the display of toys 
at this store? Teddy bears, dolls, 
airplanes, automobiles, erector out- 
fits, Gilbert’s outdoor wheel toy, coon 
jiggers, comebacks, Sandy Andys, 
tanks, tractors, doll beds, velocipeds, 
kiddie-kars, horsie toddlers, coaster 
wagons, doll washday outfits, pumps, 
in fact the largest and most complete 
line of substantial toys in town. 
“Better make your choice now. 
We will keep it for you and deliver 
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your selection any time you desire. 
Gillespie Hardware Co,” 


In addition to this they ran a 
headed notice in the reading columns 
which read so entertainingly that 
few suspected it was an advertise- 
ment until the closing paragraph, 
and even then they were pleased, 
rather than otherwise, at the sug- 
gestions it had offered them. For 
the benefit of others who might wish 
to use it, or adapt it to their own 
particular needs, it is given here- 
with: 


Another Contented Family 


“Once upon a time there was a 
man whose children were all sick. 
The baby had the whooping cough, 
Sister Sue had the measles, and 
Bennie had a very bad cold and wasn’t 
feeling good, guess he was getting 
the measles, too. Mamma had to stay 
at home to take care of her kiddies 
and couldn’t get out to do the Christ- 
mas shopping. 

“It was vetting pretty close to 
Christmas and father was up against 
it right. He looked in all the win- 
dows and saw so many things that he 
became confused and really did not 
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know what to get anybody for Christ- 
mas presents, 

“He finally wandered down in front 
of the hardware store. He saw in 
the windows quite a lot of useful 
presents and decided to go inside. 
He opened the door and went in, and 
at once decided that this was the 
place to do his Christmas shopping. 

“In looking around the store he 
spied a coaster wagon, priced at $5, 
just the thing for Bennie to get the 
groceries in, to haul tin cans away, 
and also to coast on the walk in 
front of the house. 

“For Mamma, he decided to give a 
food chopper which cost $2, and an 
electric iron for $6. For Sister Sue, 
who was just seven years old, he 
bought a pair of roller skates for 
$2.50; and for the baby an aluminum 
hot water bottle to help keep him 
warm during these cold days. This 
cost $3.50 

“When all these useful presents 
were being wrapped up and put in 
the coaster wagon to haul home, and 
the bill was being added up, he dis- 
covered he hadn’t bought himself a 
present, and was wondering what to 
get. The bill was $19 and so he got 
himself a sparker for his carbide 
lamp. 

“The Gillespie Hardware Co. was 
the store where his purchases were 
made, and mamma and the children 
were delighted with their presents, 
which were beautiful to look at and 
extremely useful as well.” 


The prices quoted in the above 
were those of last year, and would 
necessarily be revised for the pres- 
ent holiday season. , 


Here Is a Good Idea 


A pre-holiday stunt that gained 
considerable publicity for the toy 
department was that inaugurated by 
a leading store of Cincinnati, Ohio. 
During the earlier days of the buy- 
ing season a rope was tied to a post 
in front of the store. This was 
wound with red, white and blue, and 
was high enough so as not to inter- 
fere with traffic in any way, and led 
into the store and thence to the toy 
department. At intervals of six 
feet cards were attached to the rope, 
“Follow the rope to an interesting 
sight.” The window shopping 
crowds “fell” for the cards and 
scores of them followed the gaily 
decorated rope into the store, and to 
the toy department. In the middle 
of the room was a large rectangular 
table, with a mound in the center and 
broad, shallow steps on either side 
leading up to it. There were 
plateaus on either end on which 
were companies of little tin soldiers, 
and between them was a lake formed 
by sinking a large pan in moss and 
sand. On the lake were mechanical 
ducks, tiny warships and _ several 
sail boats. On the broad steps were 
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arranged toys, pedometer, compasses, 
flash lights, Ingersol watches, and 
knapsacks; and in a_ pocket all 
around the edge were gay strings of 
tinsel, glass balls, candles, candle 
clips, and other decorations for a 
Christmas tree. A card at each of 
the four corners, similarly lettered, 
suggested: 


Everything for Christmas 
“Are you going to have 
Here is everything to trim it. 

“Is your boy or girl athletically 
inclined? We have everthing in the 
sporting line from marbles to bicycles. 

“Have you thought what delight 
constructive toys give to the ma- 
jority of children? Try them this 
Christmas with structural toys, or 
electrical devices, or chemistry sets.” 


tree? 


Each article bore a price tag so 
that if anyone saw something that 
appealed to his fancy as a gift for 
child or friend he would at once be 
in a position to know whether it was 
within the reach of his purse. 

A window display arranged by 
this firm attracted by its brightness, 
neatness and simplicity all the young 
and young in heart. The walls were 
of deep cream with a simulated wall 
of red bricks built to a height of 
three feet in front of it, with a broad 
ledge on top, on which were placed 
a number of express wagons. In the 
rear center was an archway, adorned 
with red poinsettias and a large 
head of Santa Claus. Behind the 
arch were several shaded bulbs that, 
themselves concealed, threw their 
rays on a red devil—a juvenile auto, 
that stood within the archway. The 
floor was covered with green felt, 
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and on it were placed several autos, 
rocking horses, wheelbarrows, ex- 
press wagons and several pieces of 
doll furniture. 


Animated Windows 

Anything in motion always at- 
tracts, and the window arranged by. 
a firm in Baltimore, Md., attracted 
wide attention to their line of holi- 
day toys. In the center was a minia- 
ture stage, on which ‘was a tiny 
mechanical dancing doll, in fluffy 
white, against a background of dark 
green velvet. Above the stage was a 
large cardboard dial on which was 
printed “Timely Toys.” Instead of 
numerals there were the twelve 
months of the year and just below 
each one a toy or game suitable for 
that month. Toys of all kinds, sleds, 
balls and dolls predominating, filled 
the balance of the window. A sec- 
ond display arranged by this firm 
featured fishing and hunting sup- 
plies. 

To revert once more to the hard- 
ware dealer in the small town, the 
Woodward Hardware Co., Carlinville, 
Ill., is a good example of successful 
toy merchandising. C. T. Woodward 
recently said: “I am starting my 
seventh season as a toy dealer. 
There is not much profit in the 10c. 
and 25c. toys, but I find it good 
policy to keep and advertise them. 
They bring lots of people to the 
store, and when they see these 
flimsy toys, and beside them sub- 
stantial, well-built toys, their own 
good judgment leads them to fre- 
quently switch to the purchase of the 
better grade of toy.” 














Your Christmas toy window will get plenty 


of attention 





Show Card Writing for the Beginner 





By JOSEPH BERTRAM JOWITT 


was intended more for effect and was 
not meant to be exact or for close 
inspection. The holly leaves are 
made by first making long ovals in 


' dark green and then using the tip of 


the brush to make the sharp thorn 
points around edge of leaves. The 
bright red berries are just little red 
dots made with the tip of the brush 
in clusters of four, five or six 
intermingled among the leaves. The 
operation is not one-half as hard as 
it may seem. Poinsettias or other 
flowers cut from seed catalogs can 
easily be pasted on show cards, and 
if neatly done will look as if painted 


| there. 
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The Old English Caps 


HRISTMAS and the holiday 
C season is the time of all times 

when the show card becomes 
conspicuous everywhere; cards let- 
tered in bright colors give the in- 
terior of the hardware store a fes- 
tive appearance and they are an at- 
tractive and valuable asset to every 
window display, whether it be the 
price tickets placed on the merchan- 
dise or the descriptive card which 
tells the story. 

The giving of practical gifts seems 
to be growing in favor each year and 
the hardware store is the mecca for 
the largest and best assortment of 
practical gift suggestions. It is not 
always convenient to display all the 
merchandise that the hardware mer- 
chandiser would like to, but a show 
card something like the one displayed 
here would help many a perplexed 
mind solve the problem of what 
would please “her” or what “he” 
would like. The writer found a 
Christmas list the other day in a 
train and was interested to note that 
eight items out of the ten could be 
purchased in any modern and up-to- 
date hardware store. 

The Old English alphabet shown 
here is a general favorite for holiday 
show cards, and if used for illumi- 
nated capitals greatly enhance the 
appearance of the card. Unfortu- 
nately, these cards cannot be repro- 
duced in their natural colors. The 
Old English capitals on all these 
cards were done in a bright red and 
shaded with a very light green tint. 
They look particularly well in con- 


nection with the lower case Roman 
letters. 
Preparing Toy Cards 
The toy card with the gray striped 
background is an idea that is very 
simple and easily copied. First 
measure off a card by dividing it into 





FQucen Ann Fallern. 
oHigh Grade 





Gift. 
Suggestion - 





This design can be done in several 
colors 


an equal amount of spaces. The 
gray color of the stripes is produced 
by adding just a touch of black to 
white ink. After the striping is dry 
the lettering may be done over all. 
The spray of holly with the red 
berries at top and bottom of card 
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The card featuring Rogers Bros. 
silverware can be made very attrac- 
tive if bright colors are used instead 
of black background behind — the 
panel. This inside fancy panel was 
made in the following manner: First 
cut a piece of wrapping paper the 
exact size of the card (say card is 
22 x 14 in.); fold the paper once so 
it will measure 11 x 14 in., then fold 
it again so it will measure 7 x 11. 
Now proceed to draw out any fancy 
design, following closely to the open 
edges at top and side of paper, after 
which cut on the pencil lines with a 
pair of scissors. After pattern is 
opened out the four sides will be 
symmetrical. It is very interesting 
to see how many artistic designs can 
be worked out in this simple manner. 

All the illustrations on the cards 
in this article were cut from ads in 
the HARDWARE AGE and pasted on 
the cards, using common white li- 
brary paste. 

An illustration used on a card will 
have a tendency to compel attention 
much quicker than one without a de- 
sign of any character. 

In copying the Old English capi- 
tals, first draw them out roughly in 
pencil, after which trace over lines, 
using a No, 4 or 6 Red Sable brush, 
after which fill in letters with any 
bright color, using No. 6 or 8 brush. 
The shading of letters should be 
done with No. 10 or 12 brush. 

The beginner cannot expect to ac- 
complish the best results using any 
old lettering brush. The writer has 
repeatedly stated in previous articles 
the importance of purchasing 
brushes that were made purposely 
for show card writing. Success in 
this line can be summed up in about 
two words—proper brushes and 
much practice. 

HARDWARE AGE will be glad at any 
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state. This is done so the beginner 
can see the outline strokes and the 
contrast of those which are filled in. 


THE LITTLE PLACE NEXT 
DOOR 


(Continued from page 97) 
phan Home for distribution to the 
kids. 

He ran his classified ads in the 
Friday afternoon papers announcing 
a discount of 20% on all stock un- 
sold after six o’clock but his bins 
were very low when the clock struck 
the stated hour. 

I am ashamed to tell you that he 
and the Certain Young Lady not only 
took off 20% on some items but in 
two instances at least, when two 
draggly little tots came wistfully in 
and tried to find some things cheap 





The flower decoration is in color and 
also the initials 





time to furnish the names and near- 
est address of show card supply 
houses to any reader who is unable 
to purchase the necessary equipment 
in their own town. 


Used for Initials 


These capital letters of the Old 
English alphabet are not intended to 
be used in the entire composition of 
a show card, but as illuminated capi- 
tals only in connection with the 
Roman, Gothic, Block or any modern 
type of letters. No definite rule can 
be laid down as to the exact forma- 
tion of each letter, so long as the 
heavy shaded and light hair-lines are 
uniformly carried out. The princi- 
pal parts of many of these letters 
begin alike; for instance, the letter 
“F” is very much like “E” and “L,” 
“Ey” and “@.” “> and vad Sie The let- 
ter “N” is just one-half of letter 
“M,” “V” is one-half of “W,” and 
so on. 

If you will notice the construction 
of the letter “O” you will see how the 
brush strokes should go—first the 
left stroke beginning at the top, hold- 
ing the brush at a slight angle, start- 
ing with a fine point the widening 
out the stroke by pressing slightly 
on the brush. Then, by gradually 
lifting the brush, by the time the 
bottom of letter is reached the left 
stroke will be narrowed to a fine line. 
The right stroke is executed in a 
like manner, and the hairlines which 
add so much character to the letters 
are done with a No. 6 Seennecken 
lettering pen. 

Some of these letters have been 
filled in and some left in the skeleton 


An Electric Iron, 
<y AcCchafing Dish. | 
A Vacuum Cleaner. | 
¢ A Pyrex Dish 
A Percolator 
®ive him- 
A Bristol Rod, 
A Penn Raz6r- 
A Reading Lamp. 
A Maydole Hammer 
A Set ot Tools 
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Suggestions neatly done will sell goods 


enough for their few pennies, swept 
business aside and made the young- 
sters unutterably happy by giving 
them outright several samples right 
off the counter. Bud said that the 
bins were empty anyway. 

Would You Allow This? 


By nine o’clock, had you looked 
through the window (as Old Man 
Starling did) you would have seen 
the store empty of customers, empty 
of goods, save for a big bundle all 
tied up for the Orphans and two 
tired figures indulging, in what 
must be admitted as incongruous in 
a store and so publicly, namely and 
to wit, a very fond embrace. 

Old Man Starling came in with a 
bang which brought the guilty cou- 
ple to attention with a start. 
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“Well, how’s business?” he de- 
manded. 

“All sold out,” said Bud with a 
grin (Starling brand). 

“S’pose you made a million dol- 
lars!” 

“No sir, we just figured it out. 
Since you gave me the key of the 
store, I have cleaned up just 
$1274.82.” 

“Humph, after you pay your bills 
you won’t have much left.” 

“That’s after all the bills are paid, 
including my salary,” said a Certain 
Young Lady rather pertly. 

“Well, put out the lights—lock up 
the store and hop into my car. Bud’s 
going to spend most of that for a 
special kind of a ring for you,” said 
Old Man Starling. Which was as 
near as he could come to saying, 
“Merry Christmas.” 


Sharples Co. Secretary 

William F. Voelz has been elected 
secretary of the Sharples Separator Co., 
West Chester, Pa., Cc. L. 
Moore who resigned on October 1, 1920. 

Mr. Voelz received his training in 
accountancy and commercial law at the 
New York University, and since his 
graduation in 1910 has held important 
positions with large manufacturing con- 
cerns that have especially fitted him for 
his new work. From 1914 to 1918 he 
was auditor and credit manager for the 
John Lauson Mfg. Co., New Holstein, 
Wis. From 1918 till August 1, 1920, he 
was special auditor and investigator for 
the Firestone Tire & Rubber Co., Akron, 
Ohio. He resigned this latter position 
to take up his duties with the Sharples 
Separator Co. 


succeeding 
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A great effect when done in color 





Coming Hardware Conventions 


TEXAS HARDWARE AND IMPLEMENT,AS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, Adol- 
phus Hotel. A. M. Cox, secretary, 1808 
Main Street, Dallas. 


PaciFIC NORTHWEST HARDWARE ‘AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


WESTERN RETAIL VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kan- 
sas City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 


MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 


KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 


OREGON RETAIL HARDWARE AND I MPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 


NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be at the Rome Hotel and Ex- 
hibition at the Auditorium. George H. 
Dietz, secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Wilwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 


PENNSYLVANIA AND ATLANTIC SEA- 
ROARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 


OKLAHOMA HARDWARE AND IMPLE- 


MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 11, 1921. W. 
B. Porch, secretary-treasurer, Okla- 
homa City. 


NorRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10, 1921. C. N. Barnes, secretary, 
Grand Forks. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1021. H. O. 
Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 


OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 


New ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 


IowA RETAIL HARDWARE ASSOCIATION 


AND EXHIBITION, Des Moines, Feb. 22, 
28, 24, 25, 1921. A. R. Sales, secretary- 
treasurer, Mason City. 


SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 28, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build- 
ing, Minneapolis, Minn. 

New York STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 


VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
23, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 








BOOSTERS TO CELEBRATE 
HOLIDAYS 


The Hardware Boosters, an organi- 
zation of metropolitan salesmen, will 
hold their next meeting during the 
week between Christmas and New 
Year’s at their regular meeting room 
at the Hardware Club, 253 Broadway, 
This meeting will be preceded by a 
special holiday luncheon. These ar- 
rangements were made at the last 
meeting of the Boosters held November 
27 because of the fact that the next 
meeting date falls on Christmas Day, 
the last Saturday of the month. 

A proposition was made at the last 
meeting by Chief C. K. Golden for the 
Boosters to compile a list of dealers in 
the metropolitan district and through- 
out the State, classifying them accord- 
ing to cities, with the names of the 
buyers, hours at which they can be 
seen and various other data useful to 
traveling salesmen who are members 
of the Boosters’ organization. By mo- 
tion of S. N. Sears the matter was 
placed in the hands of Chief Golden 
and Secretary Clint for action. 

C. C. Dietrich, chairman of the en- 
tertainment committee, reported that 
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he was working out detailed plans for 
the Boosters’ annual entertainment to 
be held shortly after the first of the 
year. 

Special announcements will be sent 
to members about the special holiday 
meeting by Secretary Clint. 


CHARLES H. MORGAN DEAD 


Charles H. Morgan, vice-president 
and superintendent Arcade Mfg. Co., 
Freeport, Ill., died recently at his home 
in that city. He was born in Marlboro, 
N. Y., Jan. 1, 1853. His father moved 
to Freeport when he was one year old 
and Mr. Morgan lived there practically 
all of his life. After a high school 
education he learned the molder’s trade 
in the foundry of his uncle, the late 
Jerome Hazen. He engaged in business 
with his brother, Edgar Morgan, and 
they were admitted into partnership 
by their uncle in a jobbing foundry 
business and became his successors upon 
his death. In 1891 Charles Morgan was 
one of the organizers of the Arcade 
Mfg. Co. to make hardware specialties, 
first employing 25 men and now using 
several hundred employees. He was 
intimately connected with the develop- 
ment of the modern molding machine. 





What Women Appreciate for Christmas 


The Busy Housewife Wants Many Different Things 
to Make Her Happy This Year—The Hardware Man Has 
All the Appliances That Would Be Suitable Presents 


of Holiday sales people are 

thinking about them, and plan- 
ning on selection and cost. The 
public is very receptive and open to 
suggestions just now, and there are 
many items which the hardware 
dealer can display and push, and 
which will be profitable along either 
of two lines if he does not make the 
immediate sale. 


Dori before the regular season 


By EDITH HOLLICK OLIVER 


cent of the price, and the rest when 
it is claimed. This is a good plan, 
as a great many people are certain 
of money to spend for gifts later 
on, and will make the selection when 
they see what they like now. 

Outside of toys, electrical goods, 
especially table wares, are among the 
very best. There seems to be a 
psychological influence which makes 
it better to push the ornamental and 


mas trade, but especially for the 
hardware man there are also many 
lines which are in direct accord with 
his regular everyday trade which 
he can develop into special holiday 
features and not only make a sea- 
sonal profit but build up those lines 
for all the year sales. 
The Housekeeper’s Pocketbook 
The housewife is the one unfail- 














Nothing could be more effective than the wall decorations as shown in this window 


The first of these lines is the old 
familiar one of time payment and it 
is always a good one, especially good 
just now because the world has not 
begun to spend its holiday money. 
For example, a hardware man in one 
of the suburbs has a row of attrac- 
tively dressed dolls placarded with 
the small first payment and the 
weekly amount which will secure 
them for Christmas. Sleds are also 
an excellent idea for the same pro- 
ceeding, so are skates, hockey sticks 
and puts. 

The second line of procedure is 
that of laying aside a purchase 
through the payment of a small per 


luxurious articles now instead of the 
purely useful lines. Probably this 
is very largely because the first pur- 
chases are made almost entirely 
from choice and sentiment. Neces- 
sities and articles of utility come 
more naturally into the regular list. 

Christmas means the purchase of 
toys in large quantities beyond 
question. It is the children’s sea- 
son, and adults, many of them, buy 
toys then who never do at any other 
time. A stock of toys is a good 
profitable investment. We empha- 
size this so as to remove any pos- 
sible danger of appearing to belittle 
the real heart and soul of the Christ- 
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ing source of purchase in almost all 
lines outside of those for manufac- 
ture and commerce. She controls, 
if she does not personally purchase, 
everything that the household uses, 
from a Rolls-Royce to a paper of 
tacks. She realizes that men and 
boys and children want things in 
their own special field, and she will 
select them, but when those things 
which she longs for herself, which 
she hopes someone will give her, are 
temptingly displayed, she simply 
cannot resist them. Many a poor 
man can vouch for the truth of this 
when he remembers getting some 
household article of use or ornament 
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This sort of a window will appeal to women most urgently 


instead of a good shotgun or a pipe. 

There is nothing more in line with 
this than a display of electrical 
wares, first because it may be as 
elaborate or as simple as you please. 
It is hardly necessary to explain the 
various devices, for the world has 
already discovered their practical 
utility and in the majority of cases 
it must be confessed that this is 
taken as a matter of course, and the 
beauty of the articles themselves is 
the deciding factor in the sale. It 
is entirely up to the dealer how 
many and what lines of electrical 
goods he handles, but whatever they 
be, it is very good business to dis- 
play them right now for the house- 
wife is looking about her with an 
eye to Christmas gifts. 


Follow Up Is Always Good 


It often happens that the very ex- 
cellence of the show window works 
against sales when the articles dis- 
played are not immediately presented 
to the customer who comes inside 
filled with enthusiasm from looking 
at the window. This step from the 
street across the door sill is the criti- 
cal one in the sale and it is a most 
excellent idea to have a few, of the 
articles displayed attractively and in 
plain sight near the entrance. 

Small tables are excellent, both 
from the display angle and also from 
the always resultful one of actual 
handling. It takes courage to let the 
customer touch goods, but there is 
the strongest possible pull in it. 


The Same Old Bird 


The early bird is still engaged in 
the delightful pastime of catching 


the equally as enterprising worm, 
and perhaps after all the lesson is 
not just to get up early, as the worm 
undoubtedly did, but to know just 
how early to get up. It wouldn’t do 
much good, for example, to show 
Christmas goods in July, but it will 
do agreat deal of good to show them 
now with an innocent subterfuge of 
being just ordinary things, for the 
great American public has its mind 
already .fixed on holiday purchase 
and it is not too early to catch many 
a good sale. 


Tacoma Dealer Dead 


George Hood, president of the Ta- 
coma, Wash., Hardware Dealers Asso- 
ciation, died at his home in that city 
recently. He was 61 years of age, and 
had*been in the hardware business prac- 
tically all his life. He was with the 
Seattle Hardware Co., the Schwabacher 
Hardware Co., and the Western Hard- 
ware Co. all of Seattle, and for the 
past nine years he held a responsible 
position with the Palace Hardware Co., 
of Tacoma. He was a member of the 
Masonic fraternity, and that fraternity 
had charge of the funeral. 


Paint Salesmen Meet 


The Columbus, Ohio, Paint, Oil and 
Varnish Club has acted upon the sug- 
gestions of the Save the Surface Cam- 
paign that a meeting for salesmen be 
held under their auspices in the near 
fuutre, and have set the date of Friday, 
Dec. 17. Giles McDaniel, the new 
president of the club, states that he ex- 
pects an attendance of sixty or seventy 
salesmen, and this number will prob- 
ably .be exceeded. Meetings are also 
being planned in other cities not al- 
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ready covered concerning which de- 


tailed information will be given out. 
If there are any cities which desire to 
hold a “Save the Surface” meeting for 
salesmen they should communicate im- 
mediately with headquarters. 


George E. Patton Dead 


George. E. Patton, president and 
manager of the Patton Hardware Co., 
Seattle, Wash., died at his home in that 
city recently. Mr. Patton went to Seat- 
tle nine years ago with George H. 
Thieme, who has since been associated 
with him in the Patton Hardware Co. 
Mr. Patton was a member of the Rotary 
Club, the Chamber of Commerce and 
the Associated Industries of Seattle. He 
is survived by his widow. His only son 
was killed in France, and this is thought 
to have hastened his death. 


Lee & Co. New Location 


Harry C. Lee & Co., Inc., 97 Cham- 
bers Street, New York, have taken the 
entire building at 10 Warren Street, 
near Broadway, embracing five stories 
and two basements, to which have been 
added 10,000 sq. ft. of floor space next 
door. This company manufactures lines 
of sporting goods, including slotted 
throat tennis rackets. They are also 
sole United States agents for many 
British lines. 


Trade Notes 


The Scott Toy Co., Newport, Vt., has 
filed articles of association with the 
secretary of that state, for the purpose 
of manufacturing toys and other novel- 
ties. The company is capitalized for 
$50,000. 


For October, the Gillette Safety 
Razor Co. reports sales of 183,640 
razors and 1,650,812 dozen extra blades, 
and net earnings of $870,384, as com- 
pared with $731,563 for October, 1919, 
an increase of 19 per cent. 


Horatio R. Nightingale, Nightingale, 
Baker & Salisbury, Providence, R. I., 
iron and steel, has purchased 13,599 ft. 
of land on West Exchange Street, that 
city ,on which it is intended to erect at 
a future date not decided upon a 200 x 
60 ft., one-story, saw-tooth roof modern 
warehouse and two-story office building. 


The employees of the Auto Strop 
Razor Co., New York, were tendered a 
Thanksgiving dinner Wednesday, Nov. 
24, 1920. The company maintains its 
own restaurant, which was the scene of 
the feast. The very appealing menu 
included, of course, turkey and all the 
“trimmins.” 


C. L. Buck, who has represented the 
Lee-Coit-Andreesen Hardware  Co., 
Omaha, Neb., in the Denver territory 
for twenty-seven years, has resigned to 
organize a manufacturers _ selling 
agency. His address is 413 Charles 
Building, Denver, Colo. 





Editorial 


Comment 





TWISTED FACTS 


66 \ N J HAT is truth?” asked Pontius Pilate. 
And having asked the question this 
supreme cynic of history washed his 

hands before the multitude. 


A short time ago the United States Steel Cor- 
poration announced that it would continue to 
maintain its existing selling prices which have 
been consistently held since March 21, 1919. 

This piece of news was published more or less 
conspicuously on the inside pages of most of the 
leading newspapers. 

Following the action of the Steel Corporation 
one of the leading independent steel companies at 
Pittsburgh announced a reduction of prices on 
some of its products, which brought the prices of 
this independent concern down to the price level 
that the Steel Corporation has maintained for 
nearly two years. 

This was not in any sense a reduction of the 
minimum market price for steel. 

It was alleged to have been made by the inde- 
pendent elements in the market for the primary 
purpose of attracting buyers. 

Reports indicated that many of the independ- 
ent mills were running at only 50 per cent of their 
normal capacity. From this it would be perfectly 
logical to draw the conclusion that buyers have 
been giving practically all of their orders of late 
to the Steel Corporation, because of its more at- 
tractive prices. 

Now, it is not in any sense our desire nor our 
intention to underestimate the significance of this 
price reduction in steel, effected by the independ- 
ents. This reduction will, in all probability, ex- 
ercise a direct and beneficial influence, and will, 
at least, contribute a firmer mora! tone to indus- 
trial stability. 

But anybody with merely an_ elementary 


knowledge of conditions in the steel industry 
would naturally be expected to understand that 
an independent steel company would not be apt 
to recklessly reduce its prices below the level set 
by the Steel Corporation. 

Yet one of the most widely read and esteemed 
newspapers in New York City published these 
headlines on its front page: 

“Price Slashing in Steel Begun; Wages to 
Drop.” 

On its second page, near the end of this article, 
the following was printed under a small dating 
from Youngstown, Ohio: 


“Little surprise was expressed in local steel 
circles over the announcement from Pitts- 


burgh that one of the largest independents 
had reduced its prices to the level maintained 
by the United States Steel Corporation since 
March 21, 1919.” 


The headlines announcing this piece of news as 
published in many of the newspapers throughout 
the country constituted a downright misrepre- 
sentation of facts. 

We believe it both pertinent and proper to 
mention this matter and to deliberately emphasize 
the truth. This period of readjustment through 
which we are now passing, is precarious and 
troublesome enough at its best. It is most decid- 
edly not a time for misrepresentation of any 
kind. When a patient is sick doctors do not at- 
tempt to lower his morale and powers of resist- 
ance by giving him lurid and exaggerated descrip- 
tions about his condition. 

When the public reads misleading news, such 
as this we have mentioned, “it follows as the night 
the day” that the retail dealer will suffer unfair 
and irreparable injury from public prejudice and 
misunderstanding. 

We feel that we cannot express too strongly our 
condemnation of such flagrant and vicious mis- 
representation of both the truth and the news. 














Congress Convenes For Busy Short Session 


Will Concentrate Attention on Big Budget Bill—Revenue 
Readjustment Problems to Be Postponed Till Special Session 


Washington, December 6, 1920. 
TANHE last session of the 66th 
| Congress met at noon today. 

It will expire by constitutional 
limitation on March 4, next, but a 
special session of the new Congress 
to be summoned by President Hard- 
ing about April 15 is already fore- 
shadowed. 


Unless the present plans of the 
majority leaders are altered as the 
result of entirely unforeseen devel- 
opments, the legislation of the pres- 
ent session, which will consist of but 
60 working days, will embrace almost 
exclusively the big annual appropria- 
tion bills. These measures were never 
of so much importance to the coun- 
try as at the present time when there 
is a nation-wide demand for the un- 
sparing use of the pruning knife in 
reducing national expenditures to a 
peace footing. 


Pruning to Be Relentless 


By the exercise of vigilance and 
no little courage, Congress was able 
last winter to cut the departmental 
estimates nearly a billion and a half, 
and the leaders are convinced that, 
with any sort of co-operation on the 
part of the executive officials of the 
Government, another billion can be 
taken off the bills now in course of 
preparation. Every effort will be 


By W. L. CROUNSE 


made in this direction as it is uni- 
versally recognized that in no other 
way can the taxation problem be 
handled so effectively. 

The biggest year’s expenditure be- 
fore the war was a round billion dol- 
lars and while it is not reasonable, in 
view of the statutory increases in 
Army and Navy already authorized, 
to expect a return to that modest 
figure, the taxpayers have a right to 
look to Congress to bring Uncle 
Sam’s total disbursements within the 
two-billion dollar mark at a compar- 
atively early date. 

Such economy would mean that the 
excess profits tax and the luxury 
taxes might easily’ be eliminated 
without providing any other sources 
of revenue than could easily be ob- 
tained from a revision of the tariff 
schedules. 

The evident desire of President 
Wilson to bring about an immediate 
readjustment of the revenues is gen- 
erally commended in Congress but 
it is not regarded as at all practica- 
ble. I have heretofore recorded the 
opinion of the majority leaders that 
it would be unwise to attempt the re- 
adjustment of the internal revenue 
taxes until Congress can formulate a 
reasonably accurate estimate of the 
additional revenues that may be ob- 
tained from an upward revision of 
the tariff, and as it is universally 
admitted that the tariff cannot be 
revised this winter, for lack of time, 
it is difficult to see how the Presi- 
dent’s plan can be put through, no 
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matter how attractive it may look at 
first blush. 


Big Increase in Tariff Revenues 


Last week I quoted Senator Cur- 
tis, the Republican whip and a prom- 
inent member of the Senate Finance 
Committee, as advocating revision 
of the tariff schedules in a way that 
would produce a round billion dollars 
per annum, or an increase of some- 
thing like 200 per cent over the pres- 
ent revenue from this source. I do 
not find many of his colleagues shar- 
ing the Kansas Senator’s optimism 
with respect to the possibility of se- 
curing so large a sum from a read- 
justment of the tariff schedules. 

Theoretically, if you double the 
tariff rate you also double the reve- 
nue to be derived therefrom. In ac- 
tual practice, however, you raise so 
high a barrier against imports that 
the new rates become restrictive or 
even prohibitory, and thus you ac- 
tually reduce rather than increase 
your gross revenue. 

On the other hand, a reduction in 
rates frequently operates to increase 
the revenue but this must necessar- 
ily be at the expense of competing 
domestic industries, for obviously a 
much larger quantity of merchandise 
must be imported at a lower rate to 
produce a larger revenue than is ob- 
tained from the present schedules. 

The scientific method of procedure 
—which it is fair to assume the lead- 
ers will employ—is to make a care- 
ful readjustment of the schedules, 
instead of a horizontal increase, Such 
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a readjustment would involve raising 
the rates on so-called luxuries, and 
provide a larger measure of protec- 
tion for those American industries 
which appear to be threatened by the 
influx of foreign-made goods. 


Domestic Manufacturers Alarmed 


MW Mereetel many American manufac- 
turers are becoming very anx- 
ious lest the domestic market be 
flooded by foreign goods produced by 
cheap labor is amply evidenced by 
letters and memorials which are 
reaching Senators and Representa- 
tives from all parts of the country 
but more particularly from the large 
industrial centers of the East. How 
critical this situation is becoming in 
some centers may be gathered from 
the following extract from a memor- 
ial now before the Ways and Means 
Committee: 

“The trade press has contained 
news articles during the past week 
telling of the vast quantities—al- 
most $300,000,000 worth of goods, 
the product of foreign workshops— 
that are being held in bonded ware- 
houses at the various large ports in 
the country. This immense quantity 
of imports does ‘not represent the 
volume of imports arriving here in 
a continual stream from “devastated 
Europe” and “financially impaired” 
Japan. 

“It represents $300,000,000 worth 
of foreign goods (foreign value and 
depreciated currency) held in re- 
serve, ready to be dumped on the do- 
mestic market here at the opportune 
time. When the factories have been 
closed for a considerable period, due 
to various reasons, chief among 
which is the steady flow here of the 
product of foreign workshops, these 
imports will be unloaded upon the do- 
mestic market with the result that, 
unless stern measures are resorted 
to by Congress, this country will wit- 
ness the greatest flood of cheap, for- 
eign-made goods in the history of the 
Republic. 


Demand for Retroactive Tariff 


“What is needed is a Retroactive 
Tariff—a provision in the new law 
compelling the importers to pay for 
the privilege of bringing millions of 
dollars’ worth of goods into this 
country in direct competition with 
our own factories. It might not be 
a bad idea to make this provision take 
in all the warehouse entries during 
the past year. 


“It would not only add consider- 
ably to the national treasury, but it 
would serve notice on the foreign 
producers that American producers 
come first. Judging from the recent 
election the country is in no humor 
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to witness any extended business 
depression due to the vast volumes 
of foreign goods that are being 
shipped here for distribution. 

“All this talk about exporters cau- 
tioning against Protective Tariff 
measures is so much twaddle. The 
American manufacturer who is be- 
ing called upon to extend certain 
terms to the export commission 
houses to keep these latter concerns 
from going to the wall, would much 
rather see his factories working full 
time on domestic production than on 
half time for export trade. 

“When the bankers and others in- 
terested in foreign trade meet in 
Chicago next month to consider plans 
for financing America’s’ export 
trade, let them consider the $300,- 
000,000 worth of goods in bonded 
warehouses and devise, or aid in de- 
vising, means whereby these goods 
will help pay Uncle Sam’s bills, 
rather than take the ‘bills’ out of the 
pockets of the American workingman 
who is certainly enough burdened 
without having $300,000,000 worth 
of foreign goods strapped to the load 
which he must carry.” 


Anti-dumping Bill Is Urged 


This line of discussion brings up 
the possibility of the passing by Con- 
gress in the present short session of 
an anti-dumping bill to prevent sur- 
plus foreign products from being 
thrown on the American market. 
There is no doubt that there is a real 
peril to American industries in the 
present state of the law which, while 
designed to prevent dumping, has 
been proven to be wholly ineffective. 


The House of Representatives has 
already passed such a bill and the 
Senate Finance Committee has given 
to the subject sufficient attention to 
become convinced that the House 
measure is defective and a substitute 
has therefore been prepared. There 
is no doubt that the House would ac- 
cept the Senate bill, or at least that 
a conference committee appointed by 
the two Houses would be able to work 
out a satisfactory measure on the 
basis of the two drafts. But there 
are some practical difficulties in the 
way of perfecting this legislation. 

In the first place, an anti-dumping 
measure is a very important part of 
the general tariff which the majority 
leaders do not wish to bring forward 
at the short session. In the second 
place, there is some doubt that Pres- 
ident Wilson would sign such a bill 
and with the present slender Repub- 
lican majority in the Senate it would 
probably prove impossible to pass it 
over his veto. There is also a dispo- 
sition on the part of the majority 
leaders to permit some of the newly 
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elected members and senators to con- 
sider this subject before action is 
taken. 

In my opinion there will be no 
anti-dumping legislation at the pres- 
ent short session unless a big demon- 
stration should be directed against 
Congress for the special purpose of 
putting such a measure on the stat- 
ute books. A big drive on the part 
of business men would turn the trick. 

But such a movement will have to 
be undertaken very promptly and 
pushed with great vigor in order to 
prove effective before March 4. At 
this writing it is questionable wheth- 
er the emergency is sufficiently acute 
to justify an effort on the part of 
domestic manufacturers to obtain 
this legislation in advance of the gen- 
eral tariff revision to which the ma- 
jority leaders are fully pledged. 


October Shows Increased Exports 


Official statistics compiled by the 
Bureau of Foreign and Domestic 
Commerce show that there was a 
large increase in exports and a very 
substantial decline in imports during 
October. This will have a tendency 
to reduce the pressure for the im- 
mediate enactment of anti-dumping 
or other tariff legislation. 

Exports during October were 
valued at $752,000,000, against $605,- 
000,000 in September this year and 
$632,000,000 in October of last year. 
For the ten months’ period ending 
with ‘October exports were $6,832,- 
000,000, a slight increase over $6,- 
499,000,000 in the ten months’ period 
of last year. 

Imports during October were 
$362,000,000 against $363,000,000 in 
September, 1920, and $402,000,000 in 
October of last year. Imports dur- 
ing the ten months ended with Octo- 
ber of this year were $4,720,000,000, 
which is more than one and a half 
times the imports of $3,099,000,000 
in the ten months’ period of last 
year. The excess of exports over 
imports, amounting to $390,000,000 
is the largest excess in any month 
of this year. 

The imports of gold during Octo- 
ber amounted to $117,000,000, com- 
pared with $39,000,000 in September 
of this year and $5,000,000 in Octo- 
ber of last year. These are the larg- 
est gold imports of any months in 
the last three years. Gold imports 
during the ten months ending with 
October amounted to $316,000,000 in 
1920, against $61,000,000 in the 
same period of 1919. Gold exports in 
October were $26,000,000 this year 
against $44,000,000 last year, and 
for the ten months ended October 
$285,000,000 this year against $270,- 
000,000 last year. 
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Houston Against Postponing Tax Payments 


ECRETARY of the Treasury 

Houston has put his foot down 
on the proposal that the income tax 
payments due December 15 shall be 
postponed for a month or two in 
order to relieve the financial strin- 
gency which now prevails in many 
districts throughout the country. 
Mr. Houston’s reasons are undoubt- 
edly sound but his conclusions will 
be very disappointing to a great 
many taxpayers. 

The wave of price-reduction which 
has recently swept over the country 
has left many merchants in a very 
precarious position. The hardware 
trade, I am glad to note, appears to 
be in better position in this regard 
than almost any other line, due to a 
variety of causes. In the first place, 
hardware prices have not been 
boosted as have many other lines. 
Secondly, labor constitutes a high 
percentage factor in the production 
of these goods and has not yet shown 
any perceptible decline. In the third 
place, hardware stocks include very 
few luxuries which the people can 
refuse to buy whenever the financial 
situation becomes a bit tense. Re- 
ductions in the basic steel prices 
cannot materially affect the cost of 
new stocks or replacement purchases. 

In many lines, however, merchants 
find themselves in the position of 
being overstocked with goods pur- 
chased at prices for which they can- 
not now be sold at retail, first, be- 
cause the people are not buying at 
any price, and secondly, because 
new goods are being offered them at 
concessions ranging from 25 to 50 
per cent. These merchants would 
ordinarily be in the market for 
spring goods but they have no 
money, and the banks are viewing 
with suspicion their sadly shrunken 
inventories, 

There is no doubt that the post- 
ponement of the December 15 pay- 
ment would be a Godsend to a great 
many business men, but of course 
Mr. Houston must first consider the 
state of the national finances. In 
this connection he says: 


Treasury Depends on Prompt Payments 
“Proposals for the amendment of 


the Revenue Act of 1918 to permit 
postponement of the December in- 
stalment, and also for the extension 
of the ‘net loss’ provisions to the 
year 1920, have come from various 
sources. The agitation for these 
changes can only do harm. 

“The December jnstalment of the 
income and excess profits tax is not 
expected to exceed $650,000,000 and 
other requirements must be financed 
through issues of Treasury certifi- 
cates of indebtedness. 

“It would be impossible to defer 
the payment of the December in- 
stalment of taxes without forcing 
the Treasury to offer Treasury cer- 
tificates in prohibitive amounts. 
Moreover, to extend the time for the 
payment of the December instal- 
ment would simply mean that the 
Treasury would, in effect, be financ- 
ing private business, which should 
provide for itself through ordinary 
banking channels, if necessary. In 
this respect the proposal is not dif- 
ferent from those insistently made 
to the Treasury during the last few 
months that government funds be 
made available in various sections of 
the country to finance the holding of 
commodities or the export of goods 
to Europe. 

“The extension of the ‘net loss’ 
provisions of the act is opposed by 
the Department as equally impossi- 
ble. While the financial program of 
the Government requires that the 
Treasury shall be able to rely upon 
the collection of these taxes, no 
change should be undertaken which 
would render uncertain the bulk of 
the Government’s tax receipts. 

“There is no reason in fairness 
why the taxpayers who made profits 
in 1919 and became liable to pay 
taxes on the basis of those profits 
should be permitted to throw upon 
the Government the burden of losses 
incurred in the conduct of their own 
business in the year 1920. The 
Treasury must, of necessity, prompt- 
ly meet the Government’s bills. If 
uncertainty is to be introduced now 
into the tax payments upon which 
the Treasury principally relies, it 
will be clearly impossible for the 
Government to finance itself.” 


Outlook for Price Maintenance Legislation 


ECRETARY EDMOND A. 
WHITTIER, of the American 
Fair Trade League, is in Washington 
looking over the field with reference 
to the possibility of the considera- 
tion in the near future of the Ste- 


vens Price Maintenance bill. He is 
very optimistic concerning ultimate 


success, but I doubt he will make a 
drive to put the bill through at the 
present short session. I think he 
regards it as desirable that the mis- 
sionary work done by the Fair Trade 
League during the recent elections 
should be allowed to bear fruit and 
that the bill be deferred until the 
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recently elected senators and con- 
gressmen take their seats. 

For the purpose of ascertaining 
the attitude of the Congressional 
candidates toward the Stevens bill, 
the League, some weeks before the 
elections, sent out a large number 
of questionnaires covering practical- 
ly every Senatorial and Congression- 
al district in the country. Accord- 
ing to Mr. Whittier, an amazingly 
large number of favorable replies 
were received and it would appear 
that a substantial majority of both 
Houses of the new Congress will 
favor the price-maintenance princi- 
ple if not the definite text of the Ste- 
vens bill. 

Much effective work was done in 
this campaign by small retailers who 
used the League’s questionnaire as a 
basis for interrogating their own 
Congressmen. In this way the move- 
ment took on a local aspect and mem- 
bers of the House, particularly, were 
prompt to respond to inquiries con- 
cerning their position regarding 
these measures. 

“The co-operation of retailers in 
this movement,” said Mr. Whittier 
to me, “was substantial and hearty. 
It is the small retailer’s fight after 
all, for the bill is designed to pro- 
tect the specialty shop, the neighbor- 
hood merchant and the country store 
against a few of the larger estab- 
lishments indulging in sensational 
advertising.” 


Business Needs a Stabilizer 


Mr. Whittier is taking advantage 
of the recent shifting of the market 
from seller to buyer to urge action 
on the Stevens bill. In this connec- 
tion he says: 

“During the closing weeks of the 
last session, the principle of price 
maintenance came in for consider- 
able criticism on the ground that in 
some way it was associated with the 
wave of mounting prices which char- 
acterized retail merchandising in all 
sections. I was firmly convinced 
that there was no relation between 
the two propositions but encountered 
considerable prejudice and found it 
rather difficult to make any progress 
because of that fact. 

“Now, however, the situation is 
entirely changed and it has not only 
been demonstrated that the price- 
maintenance movement had absolute- 
ly nothing to do with the mounting 
prices, but that it promises to be of 
incalculable benefit to the business 
of the country as a stabilizer against 
such a general slump as is now in 
progress. I think it has been clearly 
shown as a result of the tendencies 

(Continued on page 128) 








UUTTATOUTEOTEETOTEOETEUOOETEAET INET EETT PS 

















ARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 











Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Dec. 6, 1920. 


F NHE recent price reductions made 
by several of the independent 
steel mills was the chief topic of 

conversation in the local hardware mar- 

ket during the past week. 

Some of the market authorities in 
this section are inclined to interpret 
the development in prices during the 
past week as merely a part of the pro- 
gressive decline, while others are in- 
clined to believe that the recent reduc- 
tions made by the independents presage 
more important developments during 
the coming year. 

It is significant to observe, however, 
that the recent reduction in steel made 
by the independents is not a reduction 
of the minimum market price for steel. 
The fact that the United States Steel 
Corporation has announced that its 
policy will be to maintain its existing 
selling prices, is regarded by many au- 
thorities as a very vital feature of the 
general steel situation, which should 
not be overlooked in any consideration 
of the present tendencies in the market. 

It has been pointed out that many 
of the independent mills have been ex- 
periencing, recently, a slump in buying 
which, coupled with keener competition, 
made it more or less imperative for 
them to readjust their prices in order 
to stimulate activity. 

The effect’ of these reductions on 
prices of manufactured hardware is 
somewhat problematical, although it 
would seem perfectly logical to assume 
that it will require some time before 
any material reductions have been made 
on hardware products. When a stone 
is thrown into a pond it requires some 
little time before the circles that radi- 
ate from the splash reach the water’s 
edge, so it is with these reductions in 
steel. It will undoubtedly take time 
before the retailer and the public 
benefit from them. 


Bolts and Nuts.—No change of any 
moment has occurred in this line, and 
although there seems to be a more 
optimistic tone in jobbing circles, the 
local supply is still small and rather 
poorly assorted. 


Common carriage bolts, all sizes, are be- 
ing quoted list net, although some job- 
bers are quoting flat list. Machine bolts, 
all sizes, list less 10 per cent. Stove bolts, 
50, 10 and 5 per cent to 60 and 5 per cent. 
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Common tiré bolts, 40 per cent. Sink 
bolts, 50, 10 and 5 per cent to 65 per cent. 

Hexagon machine screw nuts, iron, 10 
per cent; brass, 4/32 to 8/32 in., 50 per 
cent; 10/32 to 12/32 in., 33% and 5 per 
cent; 14/32 in., 33% per cent. Stove rod, 
25 per cent. Lock washers, 40 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent; % and larger, 40 per 
cent. Lag screws, less 25 per cent. 

Toggle bolts, steel, bright finish, discount 
of 50 per cent. 

Iron rivets, 25 per cent. 


Blind Sets.—A fair amount of inter- 
est is being shown these articles in the 
local market, and prices still show a 
strong tendency, even since the an- 
nouncement of new prices as quoted last 
week. The prevailing prices are: 


New York City style, plain 
$66 per 100 sets; same, 
galvanized finish, for wood, $80 per 100 
sets; same, plain finish, for brick, $68.75 
per 100 sets; same, galvanized finish, for 
brick, $82.75 per 100 sets. Surface blind 
hinge, cast iron 1% inch when open, $1.65 
per dozen pairs. 


Butts.—Small interest and very firm 
prices are the noteworthy features in 
this line. 


Narrow steel butts, galvanized, brass pins 
furnished with screws, 1% inch, $2.55 per 
dozen pairs; same, 2 inches, $2.65 per dozen 
pairs; same, 4 inches, $9.60 per dozen pairs, 
Broad steel butts, fast joint, galvanized, 
brass pin, 2 x 2 inches, $3.65 per dozen 
pairs; same, 3 x 3 inches, $5.20 per dozen 
pairs; same 4 x 4 inches, $9.65 per dozen 
pairs. 


Coffee Mills—These articles are in 
moderate demand at firm prices. 


Coffee mills with wooden box, coppered 
iron hopper, japanned iron crank, $6.60 
per doz. Mill with iron top and hopper, 
dark bronzed, varnished woodwork, size 
6 x 6 x 8 inches, $11.50 per doz. Mill with 
cast iron top, copper lacquered, sliding 
lever, varnished woodwork, size 6 x 6 x 7 
inches, $12.95 per doz. Arcade coffee mills, 
glass hopper, metal parts, japanned, hold 
one Ib. of coffee, $14.85 per doz. Crystal 
coffee mills, glass hopper, metal parts 
japanned, holds one pound of coffee, $18 
per doz. 


Furnace Scoops.—Interest is notably 
good for scoops. It is reported that 
stocks are not heavy, and that prices 
are quite firm. 


Blind sets, 
finish, for wood, 


Furnace scoops, hollow back, black steel 
blade, D and long handle, $10.53 per doz. 
Same, riveted back, black steel blade, D 
and long handle, $14.21 per doz. 

Galvanized Ware.—The lighter gages 
of galvanized sheets seem to be quite 
hard to get in this vicinity. Slight re- 
ductions were made on 28-gage sheets. 
Jobbers say, however, that deliveries 
are slowly improving, but that as soon 
as they receive a shipment they have 
to dispose of it immediately on back 
orders. Galvanized tubs, pails, etc., are 
in rather small demand, although job- 
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bing stocks are not particularly well 
supplied. 


Galvanized sheet is being quoted: No. 
28 gage, $9.25 to $10 per 100 lb. Galvan- 
ized pails, 8-qt., $5; 10-qt., $5.75; 12-qt., 
$6.65; 16-qt., $8.90; heavy, 12-qt., $8.70; 
heavy, 16-qt., $12. Wash tubs, No. 1, 
ee. No. 2, $18.60; No. 3, $22.05; all per 
OZ. 


Game Traps.—Traps continue in 
good demand. Jobbers complain that 
they have experienced a good deal of 
difficulty in getting adequate supplies 
of certain sizes. It may be of interest 
to observe, however, that in some cir- 
cles it is reported that traps are moving 
very slowly. Prevailing prices are: 


_Jump traps (Blake & Lamb), with chains, 
No. 0, $2 per doz.; No. 1, $2.95 per doz.; 
No. 14, $4.50 per doz.; No. 2, $7 per doz.; 
No. 3, $9.47 per doz.; No. 4, $11.07 per doz. 

Triumph traps, with chains, No. 10, $1.85 
per doz.; 11, $2.15 per doz.; No. 11%, 
$3.30 per doz.; No. 12, $4.60 per doz.; No. 
13, $7.84 per doz.; No 14, $9.40 per doz. 

Victor traps, No. 0, $1.71 per doz.; with- 
out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52. No. 1%, $3.05 per 
doz.; without chains, $2.44. No. 3, with 
chains, $7.15 per doz. No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida Jump traps, 
$2.37 per doz.: 


No. 0, with chains, 
without chains, $1.75. No 
1, $2.75 per doz.; without chains, $2.12. No 
1%, $4.12 per doz.; without chains, $3.25 
No. 12, with chains, $7.12. No. 91%, with 
chains, $5.25 per doz. 

Hay forks, 2 tines, 5%-ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 
ferrule, 5%4-ft. handle, $14.75. 


Glass Door Knobs.—These articles 
have been exceptionally scarce for some 
time past. A few of the local firms, 
however, now claim to be in a position 
to handle reasonable orders for these 
articles. Some of the local jebbers are 
quoting the following prices: 


Glass drawer knobs, bolt and nut nickel 
plated, %-in., $2.00 per doz.; same, 1!/-In., 
$2.40 per doz.; same, 134-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 
mounting, iron screw, 34-in., $2.50 per doz.; 
same, 13g-in., $3.10 per doz.; same 134-in., 
$3.40 per doz. Plain glass drawer knobs, 
brass mounting, iron screw, %-In., $2.50 
per doz.; same 1-in., $2.75 per doz.; same, 
13g-in., $3.10 per doz.; same, 134-In., $3.40 
per doz. 


Hatchets and Axes.—The present de- 
mand is not especially active, although 
there is a fair amount of steady buying 
in both of these items. 


Shingling hatchets, C. Hammond brand, 
forged Swedish tool steel, tempered, cop- 
per bronzed and polished, selected hickory 
handle, 3%4-in. cut, size No. $16.50 per 
doz.; same, Haines pattern, $23 per doz. 
Half hatchets, same brand, half polished, 
copper bronzed, 3%-in. cut, $18.50 per 
doz. Same, red finished, full polished, 
4-in. cut, $25 per doz. Boy Scout axes, 
$14.73 per doz.;: sheaths for latter, $5.26 
per doz. Hammond lath hatchet, solid 
crucible steel, milled head, square, weighs 
1 Ib., $26 per doz. Bench axles, insert weld, 
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forged high-grade steel, half polished, goid 
bronzed finish, single bevel, select hickory 
handles, 4-in. cut, $21 per doz.; same 
5-in. cut, $26 per doz. 

Hammers.—Some of the recent de- 
ductions in this line are said to have 
been made by the independent elements 
in the market for the purpose of placing 
their prices in better alignment with 
the average market quotations. Inter- 
est is good, but not essentially active. 
The average prevailing prices are as 
follows: 

Tack hammers, cast iron, polished head, 
10-in. handle, with claw, $1.50 per doz. 
Magnetic tack hammer, polished steel, 
horseshoe pattern, magnetized, varnished 
hardwood handle, $5.76 per doz. Shoe ham- 
mer, cast iron japanned, polished face, 
plain handle, $1.65 per doz. Ball Pein 
Machinists’ hammers, drop forged steel, 
face sides and pein polished, hickory han- 
dies, 4 0z., 6 0z., 8 oz. 12 oz., $13.20 per 
doz. Riveting hammers, drop forged steel, 
hickory handles, 4 oz., $10.40 per doz.; 
7 oz., $10.90 per doz.; 9 0z., $11.40 per doz.; 
1 lb. 4 oz., $13.40 per doz. Tinners’ ham- 
mers, square, forged steel, hickory handles, 
8 oz., $11.40 per doz.; 12 oz., $11.90 per doz. 

Hose Reels.—New quotations are 
given herewith. Spring orders are said 
to have shown a good deal of interest 
for these articles. 

All metal hose reels, channel steel frame, 
cast iron wheels, 9-in. corrugated steel 
drum, steel arms, enameled green and 
black, capacity 100 ft. 34-in. hose, $25.60 
per doz. Hose reels, steel rods, electrically 
welded together, japanned, galvanized steel 
drum, capacity 110 ft. %4-in. hose, $31.25 
per doz. Hose reels, all metal tubular 
frame, corrugated, galvanized steel drum, 
tubular steel! wheels, enameled green, ca- 
pacity 100 ft., $51.00 per doz. Same, 150 
ft. capacity, $58.00 per doz. 

Ice Skates.—As stated last week, 
Christmas buying has done a good deal 
to stimulate interest in this line. The 
local supply seems to be somewhat im- 


proved. 

Ice skates, runners of cast steel, pulished, 
$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’, same, $1.53 
per pair. Hardened steel blades, nickel 
plated, $1.88 per pair; girls’, same, $2.48. 
Tempered steel blades, extra polished, full 
nickel plated, all sizes, $2.75 per pair. 

Lanterns.—Local stocks are said to 
be badly broken, and because of the 
fact of the shortage of glass it is be- 
lieved by many of the local jobbers that 
some time will be required before 
lantern manufacturers are in a position 
to supply the demand. 

Hy-Lo tin lanterns, $9 per doz.; Victor 
tin lanterns, $9.25 per doz.; Monarch tin 
lanterns, $10.25 per doz.; Junior brass lan- 
terns, $18 per doz.; Blizzard tin lanterns, 
$14.25 per doz.; Buckeye dash lanterns, 
$14.25 per doz.; Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns, 
lain lens, $19 per doz.; watchman’s mill 
anterns, enamel finish, $25 per doz.; Im- 
perial platform lanterns, $9.75 each. 

Lawn Rollers.—A revision of prices 
was made during the past week by 
some of the local jobbers on these items 
as quoted herewith. 

Lawn rollers, waterweight models, 14 x 
20, weight empty 60 Ibs., Ibs. water, or 
300 Ibs. of sand, $16.85 each; same, measur- 
ing 18 x 20, weight empty 75 Ibs., 330 Ibs. 
of water, or 475 Ibs. sand, .25 each; 
same, 24 x 24, 100 Ibs. empty weight, 440 
ibs. of water, or 630 Ibs. of sand, $24.75 
each. 

Linseed Oil.—A slight change was 
noted during the past week in the gen- 
eral tone of the linseed oil market. 
Large sellers were less inclined to dis- 
pose of their holdings as a result of 
better conditions in the flaxseed mar- 
ket. Business, however, is still confined 


to small quantities. 
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Large holders are quoting December- 
January, raw oil, in car lots, 78c. to 80c. 
per gal., although some oil could probably 
be obtained for 76c. to 77c. per gal. Oil in 
lots more than 5 bbl. is being quoted at 
86c. to 90c., and oil in 5 bbl. or less, 93c. 
to 95c. per gal. Oil in half bbl. 5 cents 
extra. Boiled oil is 2 cents extra and 
double-boiled oil, 3 cents extra. Close ob- 
servers are prone to believe that the bot- 
tom of the market has very nearly been 
reached. With the slightest sign of an 
advance in price it is expected that buyers 
will immediately resume active operations. 

Nails.—No change of any consequence 
has been made in the nail situation. A 
general improvement in the tone of the 
market is noticeable, particularly among 
large distributors of nails. It is be- 
lieved in some quarters that the recent 
reductions by the independent mills will 
eventually make itself felt in the nail 
market, though this, of course, is con- 
sidered questionable by many dis- 
tributors. 

Current prices prevailing in this section 
vary considerably. For wire nails the 
prices range from $6.75 to $8 base per keg. 
For cut nails (which are almost off the 
local market entirely), prices range from 
$8.25 to $9.75 base per keg. It should be 
further noted that only small lots are ob- 
tainable anywhere in this section. 

Wire brads and nails in 1-lb. packages 
are quoted by local jobbers 60 and 10 per 
cent. Quarter lb. papers take a discount 
of 60 and 10 per cent. Gaivanized nails, 
25-lb. boxes, 4D, $10; 6D, $9.90; 8D, $9.80; 
10D, $9.75; 20D, $9.70. Galvanized roofing 
nails, 1 x 12, $11; plain roofing nails, 1 x 12, 
$9.20. 

Naval Stores.—Dullness still char- 
acterizes this market. The price ten- 
dency is still downward. Practically all 
buying is for small lots. Turpentine is 
quoted 92c. per gal. yard basis. Rosin, 
on a basis of 280 lb. per bbl. yard 
basis, quoted at $10.50 for all grades 
with the exception of WW, which is 
held at $10.75. 

Rope.—Conditions in the local rope 
market are very dull. The United 
States Shipping Board is offering large 
quantities of both Manila and sisal rope 
at very low prices, but very few buyers 
have so far manifested any particular 
interest. There is plenty of rope ob- 
tainable everywhere in this section, but 
apparently little or no demand. It is 
anticipated in some quarters’ that 
further reductions will be made prob- 
ably after the first of the year. 


Local quotations are Jute rope No. 1, 17c. 
to 19c.; No. 2, 15c. to 18¢. Jute twine 
wrapping, best grade, 24%%4c. to 27c. India 
hemp twine, No. 6, 19c. to 21c. Manila 
rope, best grade, 26c. to 26%c. Hardware 
grade, 28c. to 24l%6c. 3olt rope, 3l1c. to 
31%c. Sisal rope, pure, 17c. to 19c. Lath 
yarn, first grade, 17c. to 18c. 

Roller Skates. —New prices are 
quoted herewith, as made recently by 
some of the local jobbers. Future in- 
terest in this line is quite active in the 
form of inquiries for early spring de- 
livery. 

Adjustment binding bolts are 95c. per 
100. Binding nut for same, 95c. per 100. 
Dust caps are 80c. per 100. Axle nuts, 
$1.25 per 100. Washers for latter, 55c. per 
100. oe clamps, complete, $10.50 per doz.; 
Heel clamps, complete, $10.50 per 100. Axle 
and carrier, complete, $9.50 per 100. Cast 
iron skate wheels, $2 per 100. Roller skate 
keys, steel, bright finish, 50c per doz. 

Sash Lifts and Sash Fasts.—Revised 
prices on both of these items are quoted 
herewith as made recently by some of 
the local jobbers. 


Side sash fasts, cast Iron, furnished with 
screws. Tuscan finish, per doz. 
Same, bronze plated, $1.96 per doz. Same, 
antique copper, $1.96 per doz. 

Sash lifts, cast iron, dark bronze finish, 
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conventional design, furnished with screws, 
32c. per doz. Plain sash lifts, wrought 
metal, bronze plated steel, dull brass finish, 
or antique copper, 35c. per doz. Same made 
of bronze, polished, or bronze with antique 
copper finish, $1.25 per doz: 


Screws.—Interest is consistent at 
firm prices for screws of all sizes. It 
should be noted, however, that jobbers’ 
stocks are far from being overloaded. 


Assorted wood screws, bright, 12c. per 
lb.; dowel screws, 1% in., bright iron, 38« 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross 
Same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$5.50 per box; flat head, bright, 67% per 
cent—15 per cent; same, galvanized, 5214 
per cent—15 per cent; round head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 57% per cent— 
15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head nickeled 
brass screws, 52% per cent—15 per cent; 
machine screws, iron, 50 per ent—10 per 
cent; same, brass, 50 per cent; thumb 
screws, list plus 30 per cent; iron set 
screws, 40 per cent. 

Stove Pipe.—Moderate and seasona- 
ble interest prevails for this line at 
firm prices. 

Stove pipe, 4-in., 
5-in., $4.25 per doz, 
doz. lengths. 

Elbows, 4-in., $2.75 per doz. lengths; 4%4- 
in., $2.95; &-in., $3.15. 

Shovels.—Stocks are said to be light 
in this line, and both interest and prices 
fairly firm. 

Maynard pattern No. 2 size, solid socket 
shank, high carbon steel, full polished, 
Square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz. Same, with square point, $15.71 
per doz. Bakers’ shovel, black steel blade, 
riveted back, 6-ft. handle, $20.50 per doz. 
Same, with 8-ft. handle, $23.50 per doz. 

Snow Shovels.—Jobbers complain of 
inadequate stocks and say also that 
there seems to be a strong buying 
movement. 

Prevailing prices, f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11%-in. blade, long, square 
handle, $11.25 per doz. Galvanized, 21% x 
16-in. blade, reinforced back, straight 
handle, $17 per doz. 

Snow pushers, 24 x 13 x 1%%-in., $36 per 
doz.; snow pushers, 30 x 13% x 1%-in., $40 
per doz. 

Sidewalk Scrapers.—Essentially the 
same conditions hold true in this line 
as mentioned about snow shovels. 


Prevailing prices, f.o.b. New York, are: 
Solid shank, 6% x 5% blade, 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
7 x 6 blade, 4-ft. handle, $7.50 per doz. 
Extra heavy socket, 7 x 6 blade, 4-ft. 
handle, $10.00 per doz. 

Tool Kits.—New prices as quoted by 
some of the local jobbers are given 
herewith. Christmas buying has ap- 
parently increased interest for kits of 
all kinds. 


Auto tool kits, tool steel, ten pleces, 
punches, scriber and cotter pin puller, etc., 
embossed hand hold, in canvas roll, $2.55 
per set; Ford tool kit, contains In a canvas 
roll all the tools regularly furnished with 
Ford car, $2.60 per set; motorcycle too! 
kit, elght tools, in a leatherette case, $5.50 
per set. Tool kit containing, in canvas case, 
12 ewe useful tools for motorists, $3.25 
per set. 


Wheelbarrows.—Some of the local 
jobbers are said to have quite large 
stocks in this line, and have been find- 
ing it hard, so to speak, to push wheel- 
barrows. Some of the local firms have 
revised prices, and are now quoting the 
following: 


Wheelbarrow, pressed steel tray, wood 
frame, bolted, steel wheel, holds 3 cubic 


3.75 per doz. lengths; 
lengths; 6-in., $5 per 
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feet, $108 per doz. Concrete barrow, 16 
gage steel tray, reinforced at corners, chan- 
nel steel legs, holds 3!/2 cubic feet, $155 per 
doz. Steel tubular wheelbarrows, tubular 
steel handles, 15 gage tray, 3 cubic feet 
capacity, $144 per doz. Same, 14 gage 
steel tray, 4/2 cubic feet capacity, $180 
per doz. Same, 13 gage steel tray, 6 cubic 
feet capacity, $224 per doz. 

Wrenches.—Generally speaking, there 
is rather apathetic interest for wrenches 
at the present time. Price changes are 
quoted herewith: 

Straight socket wrench sets, in heavy can- 
vas roll, six wrenches, $4.35 per set. Tap 
wrenches, solid steel, polished, holds taps 
up to /4 In., $7.75 per doz. Same, holds 
taps up to 2 In., $13 per doz. Ratchet tap 
wrench, ratchet and pawis made of tool 
steel, hardened and tempered, chuck has 
hardened steel jaws, nickel plated, right 
hand and left hand and rigid, $16.20 per 


doz. 
Bench wrenches, flat steel bar 5 in., 


stamped: Jaw, nickel plated, $3.50 per doz.; 
satin finish, $2.75 per doz.; automobile and 
machinists’ wrenches, fluted drop forged 
bar, solid jaw, edges rounded, case hard- 
ened, mottled finish, 7 in. long, $5 per doz. 
Same, 9 In. in length, $6.45 per doz. Same, 
141 In. In length, $8.50 per doz. 

Wire Goods.—For some reason or 


other interest in this line is not par- 
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UST what the effect will be of the 

announcement of the independents’ 
steel price reductions cannot be con- 
jectured now. It is apt to have a ten- 
dency to lower hardware prices as the 
market is weak and all trends seem to 
be in the direction of lower quotations. 

The trade seems to think the an- 
nouncement of the corporation that 
prices will not be changed for the pres- 
ent together with the lower prices of 
the independents is bound to have the 
effect of stabilizing the market. Orders 
can be placed with greater assurance 
and certainty than has been possible 
while declines were being registered 
almost every day. 

Business is not brisk, neither is it at 
a panicky stage, but buying has slowed 
up all along the line and a dull season 
is looked for until spring business opens 
up. Holiday movement of goods has 
almost passed and with this trade with- 
drawn it is but natural that there should 
be some quietness. 

Actual price changes this week were 
not many. Those that have been 
recorded are of a slightly downward 
character. There is nothing in the 
situation that seems to indicate any 
great break in prices. Changes are of 
a comparatively small character and 
are coming along gradually. 

Collections are just fair. 
orders are fairly satisfactory. 


Automobile Accessories.—Some sea- 
sonable items are moving quite well 
but the general volume of business is 
off. There are no price changes. 


Twin cylinder foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pair; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30 x 
3%, $2.50 each; gray tubes, 30 x 3%. $2.25 
each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, porcelain type, 36c. to 


Future 
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ticularly active. It should also be said 
that local stocks are not in any sense 
of the word heavy. 

Barbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. tibbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 lb. : 

Annealed wire, plain, in stones, No. 16 

is $9 per 100 lb.; No. 17 gage, $9.40 


er 100 Ib.; No. 18 gage, $9.75 per 100 Ib.; 
19 gage, 


$10.25; No. 20 gage, $10.75; 
24 gage, $12.50. Galvanized wire in 
stones, No. 16 gage, $11.85 per 100 lb.; No. 
17 gage, $12.50; No. 18 gage, $13.25; No. 19 
gage, $14.25, No. 20 gage, $15.25; No. 24 
gage, $16 per 100 Ib. 

Dull galvanized screen 
from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
right galvanized wire and copper edge 
(Pearl Wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per‘100 sq. ft. Poultry 
netting. f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off. 

Poultry netting staples in 100 Ib. 
$8.75 per keg. 


P. S.—The Dunham Co., Berea, Ohio, 
manufacturer of the Dunham water- 
weight lawn roller, has changed its 
policy of selling directly to the jobbing 
trade, and it is reported that its 
products will hereafter be distributed 
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58e Hercules 
Hercules Junior, 27c, to 35c. 
ard piugs, 42c. to each; 
special, 83e. to each; A. C. Titan 
plugs, 58c. each; A. C. Cico plugs, 48c 
each; Champion X plugs, 62c. each; Cham- 
pion O plugs, 62c. each; Champion Heavy 
Duty, 73e. each; Splitdorf plugs, T70c to 
78c. each; United plugs, junior, 40c. each 

Axes.—New prices announced on 
axes last week are still in force with 
a fair volume of business being noted. 

We quote from jobbers’ stocks f.o.b. Chi- 
cago: Single bitted first quality axes 3 lbs 
to 4 lbs. $16.50 base, double bitted first 
quality unhandled axes $22.00 base. 


Alarm Clocks.—The market is bare 
of alarm clocks. Demands made for 
the holidays have exhausted stocks and 
the situation is fully as bad as it has 
been any time since the war made clocks 
scarce. Prices are stiff. 

Ash Sifters.—Some jobbers have re- 
ceived shipments and can now fill 
orders at prices that have been ruling 
all season. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel sift- 
-ers, $4.50 per doz.; galvanized rotary barrel 
sifter, $39 per doz. 


Builders’ Hardware—Some future 
business has been booked in builders’ 
hardware, but it is not large. There 
is very little current demand. 

Cotton Gloves.—Most of the business 
for the season has been done in cotton 
gloves. Jobbers are selling out the 
rest of their stocks at very low prices. 

Chains.—Supplies have increased and 
prices remain at the 10 per cent re- 
duction announced several weeks ago. 

Cutlery.—The season has been a fine 
one for cutlery. Christmas orders have 
been very heavy and they are still 
coming in. There is nothing like the 
normal amount of goods to take care 
of a very lively demand. 

Eaves Trough and Conductor Pipe.— 
A fair amount of future business has 
been booked during the past week, the 
announcement of new prices stimulat- 
ing trade. No change in quotations is 
expected for the present. 


wire, 12 mesh, 


kegs, 


Giant, 55e, to 60c. each 
; Hel-Fi stand- 
52c. Hel-Fi tractor 


97e. 
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exclusively in the United States and 
foreign countries by John H. Graham 
& Co., 113 Chambers Street, New York, 
with the exception that the Prescott W. 
Robinson Sales Co., Drummond Build- 
ing, Montreal, will continue as exclusive 
distributor in the Dominion of Canada 
and Newfoundland. 

The North Wayne Tool Co., Hallo- 
well, Me., guarantees its jobbers and 
resale prices against decline until July 
1, 1921. . 

The Black Silk Stove Polish Works, 
Sterling, Ill., manufacturer of “Black 
Silk” products, guarantees its prices 
against decline to jobbers during 1921. 

The Atiantic Branch of the National 
Lead Co., 111 Broadway, New York, 
has made recent reductions in its deal- 
ers’ prices, which are now quoted as 
follows: 

Liquid lead, gallon cans, 50c. per gal.; 
Dutch Boy, flat paint, gallon cans, 35c. 
per gal.; flatting oil, gallon cans, 15e 
per gal. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage lap joint eaves trough, 35 in., 
$7.85 per 100 ft.; 29-gage corrugated con- 
duc pipe, 3 in., $8.40 per 100 ft.; 29-gage 
corrugated conductor elbows, 3 in., $2.16 
per doz. 

Flint and Garnet Paper.—The market 
is easy with price tendencies downward 
and a good amount of business with 
stocks quite large. 


tor 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flint paper, 20-10-10-10 per cent off 
list; garnet paper, net list; emery pape! 
list plus 5 per cent 

Files.—Good stocks of files are re- 
ported and prices are easy with a fine 
volume of business being done. 

» quote from jobbers’ stocks 
cago: Nicholson files, 40-10-5 per cen i 
count; New. American, 50-10 per cent 
discount; Disston, 50 per cent discount; 
Black Diamond, 40-10 ] 


per cent scount 
Furnace Scoops.—Goods 


f.o.b. Chi- 
ent d 


are scarce 
and prices are rather strong. 

We quote from jobbers’ stocks, f.o.b. Chi- 
eago: Hollow black furace scoops, $11 per 
doz.; riveted black furnace ps, $15 per 
doz. 


Galvanized Ware.—Prices are some- 
what uncertain on galvanized ware, 
various jobbers offering special terms 
on items they are long on. The general 
situation seems to be improving with 
more goods coming into market, but 
demand is not as strong as normal. 

Glass.—No business of volume is 
noted in glass. Future business is not 
brisk and immediate shipment orders 
are very light. Prices are the same. 


scar 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 77 per 
cent off; single strength 3, first three 
brackets, 77 per cent off; all double 
strength, 75 per cent off; putty in 100-Ib. 
kits, $4.25; glaziers’ points, No. 1, No. 2 and 
No. 3, 1 doz. to package, 65c. per package 


Handles, Wood.—Stocks are con- 
stantly increasing, but there has been 
no change in price. That quotations 
will soon go lower seems almost cer- 
tain. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.: second growth 
hickory axe handles $6.30 per doz.; extra 
quality hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handles, 85c, per 


sizes, 
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doz.; second growth hickory hatchet and 
hammer handles, $1.60 per doz. 


Hods, Coal.—Stocks are low and 
prices are strong. 


We quote from jobbers’ stocks, f.o.b. Chi- 

Japanned open hods, 17 in., $5.35; 

18 in., $5.90; japanned funnel hods, 17 in., 

$6.75 per doz.; 18 in., $7 per doz.; galvanized 

open hods, 17 in., $8.20 per doz.; 18 in., 

$8.40 per doz.; galvanized funnel hods, 17 
in., $10.10 per doz.; 18 in., $10.95 per doz. 


Ice Skates.—Stocks are very low and 
it will be impossible to get any large 
shipment. If the weather is tight, ice 
skates will soon be at a premium. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Cast steel skates, $1.05 to $1.35 per 
pair; hockey skates, $1.45 to $1.90 per pair; 
hardened steel blades, nickeled skates, 
$1.90 to $2.50 per pair; tempered steel 
blades, extra polished, full nickel plated, 
$2.75 to $2.90 per pair. 


Lanterns.—Lantern prices are stiff 
and may go stronger as there is a de- 
cided undersupply and manufacturers 
are unable to catch up with orders. 


We quote from jobbers’ stocks, f.o.b. Ghi- 
cago: Competition lanterns No. 2, tubular, 
$7.90 per doz.; No. 2, tubular cold blast 
lanterns, $10.85 per doz. 


Nails.—No new price is out on nails 
despite the changes the independents 
are making in steel goods. It is 
doubted if the price will go much lower 
as the demand keeps up strong. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails per keg base, 


$4.45. 

Nuts and Bolts.—Demand is still 
pacing supply and is far ahead in the 
race. The price indications are strong. 

Rope.—New prices on sisal and 
manila rope have stimulated business, 
which was dull. The trade is placing 
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LTHOUGH it cannot yet be classi- 

fied as general, the trend of hard- 
ware values unquestionably is down- 
ward, according to the common version 
here. Further price recessions in such 
standard things as iron and steel are 
generally credited by local interests as 
forerunners of declines in the lesser 
important articles. This belief appears 
to be substantiated by the curtailment 
either in operating hours or in the 
number of employees by various hard- 
ware manufacturing establishments in 
several sections of this part of the 
country. In all fairness, however, it 
should be stated that whatever read- 
justment is in progress in the hardware 
industry is slow and orderly; that no 
serious disturbance is visible any- 
where; and that many in the manufac- 
turing as well as the selling end of the 
business are strongly in favor of a re- 
adjustment. 

Business in the local heavy hardware 
market is fully as quiet as it was a 
week ago. There is, of course, some 
stock moving all the time, but the total 
tonnage involved and the value thereof 
mean almost nothing when compared 
with figures for only a few months 
back. 

Axes.—Some of the manufacturers 
of axes have reduced prices approxi- 
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VIVSsVsSSaw 
A Hardware 
Christmas 


The best way for the 
hardware man to have a 
merry Christmas is to make 
this year’s holiday business 
the biggest that he has ever 
known. He can do this by 
constant concentration on 
selling the whole family. 
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some future orders and good demand 
is looked for in this division for some 
weeks to come. 


We quote from jobbers’ stocks f.o.b. Chi- 
cago: No. 1 manila rope, standard brands, 
full coils, 25%c. per lb.; No. 2 manila rope, 
standard brands, full coils, 24%c. per Ib.; 
No. 1 sisal rope, full coils, 16%c. per Ib.; 
No. 2 sisal rope, full coils, 14%c. per Ib.; 
No. 3, 12%c. per lb 


Paints and Oils.—Linseed oil con- 
tinues weak with prices tending down- 
ward and trade not up to the usual 
volume. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Pure linseed oil, in five-barrel lots, 
93c. per gal.; boiled linseed oil in five-barrel 
lots, 95c. per gal.; turpentine, $1.23 per 
gal.; denatured alcohol, 90c. per gal.; 
strictly pure white lead, 14%c. per lb. 


Steel Sheets.—The market continues 
weak and headed downward, and while 
the trade is not buying heavily it seems 





BOSTON 


mately $1 per dozen, but because all of 
them have not done so a change in local 
jobbing prices has not been made. 


We quote from jobbers’ stocks: 
bit axes, standard, $20 per doz. 
double bit axes, $24.50 per doz. base. 


Batteries and Bulbs.—Batteries and 
bulbs are beginning to move out of 
stocks in fairly large quantities for the 
holiday trade. Local stocks are ample 
for all requirements ard prompt deliv- 
eries are made when so specified. 


Batteries.—Leading makes standard tu- 
bular three-cell batteries, 50c. list; stand- 
ard two-cell, 35c. list; baby batteries 30c. 
Discounts: Less than unit packages, % per 
cent off list; unit packages, 40 per cent off 
list; 10 or more unit packages, 40 and 10 
per cent off list. 

Bulbs.—In less than unit lots, list; in 
unit lots, 25 per cent off list; 10 unit lots 
or more, 40 per cent off list. Retailers sell- 
ing $500 worth of bulbs per annum can se- 
cure contracts at slightly more favorable 
discounts. 


Belt Lacing.—Following a similar 
reduction in prices by the producers, 
the jobbing trade here have reduced 
prices on belt lacing all of 20 per cent. 
Prices are now down to a basis that 
appears to justify the belief that at 
least a temporary resting place has 
been reached in the market. Indica- 
tions are beginning to crop up here and 
there in the leather industry of a turn 
for the better in the situation. 

Bolts and Nuts.—Little of interest 
has transpired in this branch of the 
hardware business since last reports. 
The recent downward revision in prices 


Single 
base ; 
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that the low level may have been 
reached and there will be no further 
changes of moment, 


We quote from jobbers’ stocks f.o.b. Chi- 
cago: 28-gage galvanized sheets, $9.50 per 
100 lbs.; 28-gage black sheets, $8.90 per 
100 Ibs. 

Solder.—With other lead products, 
solder continues easy and the price ten- 
dency is toward lower levels. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: arranted 50-50 solder in full cases, 
26c. to 27c. per lb.; less than case lots, 
29c. per lb. 


Stove Boards.—There is a good de- 
mand for stove boards and the jobber 
is under supplied. No change in price 
this week. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 24 
x 24, $13.65 per doz.; 26 x 26, $16.05 per doz.; 
28 x 28, $18.85 per doz.; 30 x 30, $21.30 per 
doz.; 33 x 33, $25.50 per doz.; 36 x 36, $30.50 
per doz. 

Stove Pipe.—There is an acute short- 
age in stove pipe and it is not being 
very rapidly relieved, Prices are fairly 
strong. 

Screws.—There is some indication of 
increased supply in screws. The mar- 
ket has been very short for a long 
time. Prices seem to be holding up, 
but one hears many rumors of a de- 
cline and it is apt to come quite soon 
as screw price advances have been very 
large and seem due for a break. 

Sporting Goods.—Trade is quiet in 
sporting goods. Stocks are only fair. 
Prices seem to be holding up well. 


Toys.—The season is about over on 
toys although some pick-up orders have 
been coming in. Prices are unaffected. 


has failed to stimulate buying, and 
local stocks show a further improve- 
ment in completeness. 


We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, all sizes, list; with 
>. T. & D. nuts, all sizes, list plus 10 per 
cent; tap bolts, list plus 20 per cent; com- 
mon carriage bolts, all sizes, list plus 10 
per cent; stove bolts, larger lots, 50 per 
cent; smaller lots, 40 per cent; bolt ends, 
list; nuts, H. P. square blank and square 
tapped, hexagon blank and tapped, list plus 
4c.; C. P. C. & T. square blank and tapped, 
hexagon blank, list plus 5c.; extras of lc. 
to 5c. per lb. are charged for less than 
keg lots. Semi-finished hexagon nuts, 40 
per cent; finished case hardened nuts, 40 
per cent. 

Bottles—If anything, there is a 
slight improvement in the number of 
orders being placed by retail hardware 
dealers for bottles of all kinds. It is a 
fact, however, that the rank and file of 
the trade either has all of this class of 
merchandise wanted on hand or on or- 
der to be shipped a little later, conse- 
quently the jobbing trade is inclined to 
feel that the worst of the rush in this 
department is over. 

We quote from jobbers’ stocks: Thermos 
bottle, brown steel case, pints, $3.25 list; 
quarts, $5.25. Corrugated nickel, pints, 
$4.50; quarts, $6.75; smooth nickel, pints, 
$5; quarts, $7.25. Discount 25 and 10 per 
cent. Ferrostat pints, black finish, $7.50; 
leather finish, $8; quarts, black finish, $19; 
2-qt. $15; quarts, leather finish, $11; 2-qt., 
$16. Discount 30 per cent. 

Hot Water Bottles.—Palco, No. 2, $3 each 
list; No. 3, $4.50; discount, 33% per cent; 


Cello, Bostonia, 3 pt., $1.25 each net; Genu- 
ya 200, $2.10; No. 250, $2.45; No. 300, 


Jugs.—Ferrostat, 1 qt. No. 404, Verde 
copper finish, $14 each, less 30 per cent dis- 
count, 
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Canned Heat.—There is a good steady 
call’for canned heat, the market run- 
ning along on an even keel without fea- 
tures that justify special mention. 

We quote from jobbers’ stocks: 
$10.80 per gross, in any quantity; 
$14.70 per gross in any quantity. 
cooking ware—No. 4001, stand with boiler, 
$2; tea kettle with tray, 2.75; folding 
stoves, single burner, $1.50; double burner, 
$2; discount 33% per cent. 

Theroz Cooking Ware—Paragon burners, 
10c. each; No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $8 per doz.; blue flame stoves, 
two burners, $2.35 each; combination mess 
kits, $3.33 each. 

Cooking Ware (Glass).—The glass 
cooking ware supply situation appears 
to be clarifying—that is, shipments are 
coming forward from the producing 
plants more freely, and indications are 
that all orders taken for the holiday 
trade will be filled. The demand for 
cooking ware holds up remarkably well, 
but it is nevertheless slightly less ac- 
tive than it has been. 

We quote from jobbers’ 
roles, rounds, 1-qt., $1.75 each; 1%4-qt., $2 
each; 2-qt., $2.50 each. 3aking dishes, un- 
covered, 1-qt., $1 each; 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 
each. Cake dishes, 90c. each. Bread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35c. 
each. tamekins, 20c. each. Jobbers’ terms 
are 30 per cent off list. 

Drills and Reamers.—Whatever un- 
certainty existed a week ago regarding 
prices on drills and reamers seems to 
have evaporated. According to the 
latest advices received from the manu- 
facturers there is little likelihood of 
any reduction in their lists within the 
near future, and the local hardware 
trade apparently has made up its mind 
on this point. The demand for these 
small tools, however, is quiet, and the 
common belief here is that it will not 
improve until after the turn, of the 
year. 

We quote from jobbers’ stocks: 

Drills — Carbon, sizes up to 1%-in., 
tapered and straight shank, 40 per cent dis- 
count; bit stock drills, 45 per cent dis- 
count; center drills, 40 per cent discount; 
drills and countersinks combined, 10 per 
cent discount: rachet drills, list; wood bor- 
.ing brace, 45 per cent discount; high speed, 
¥%-in. and under, plus 15, plus 10; up to 
1 in., plus .25, plus 10; 1 1/16-in., plus 30, 
plus 10; all other kinds of drills, 40 per 
cent discount. 

Reamers—Bit stock, 20 per cent dis- 
count; bridge sq. and TT. §S., standard 
makes, 55 per cent discount; chucking, 20 
per cent discount; taper pin, 25 per cent 
discount. 

Electric Goods.—Generally speaking, 
both the jobbing and retail demand is 
good, all things considered. One thing 
is noticeable, however, and that is that 
retail dealers are buying in smaller lots 
than they did a year ago, but are evi- 
dently maintaining a good assortment. 

We quote 


Sterno, 
Theroz, 
Sterno 


stocks: Casse- 


Irons, 
Domanco, 


from jobbers’ stocks: 
Hotpoint, 30 per cent discount; 
$4.25 each; Sheldon, $4.55 each; Universal, 
No. 2021, $8 list: No. 901, $10; No. 9051, 
$9.50: No. 905, $8.50; discount, 25 and 10 
per cent. 

Heaters.—Hotpoint, 30 per cent discount: 
Universal, No. 9952, sunburst type, $12.50 
list: discount, 25 and 10 per cent 

Percolators.—Coffee, Universal, No. 9166 
$28.50 each; No. 9169, $31 each: discount, 25 

19 per cent: discontinued patterns, 
$18.50 each list and higher 

Toasters.—Universal, No. 946, $8.50 list 
No. 945, $9.75 list each; discount, 25 and 10 
per cent. 

Grills.—lU'niversal, No. 984, $15 list each; 
No. 982, $12.50; discount 25 and 10 per cent. 

Heat Pads.—Universal, No. 9940, $13.50 
list each: discount. 25 and 10 per cent. 

Curling !rons.—Universal, with comb, No 
99011, $8 list each; discount, 25 and 10 per 
cent. 
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with 
each; 


Ranges.—Two-burner, 
oven, No. 9688, $38.50 
and 10 per cent. 

Escutcheon Pins.—The local prices 
on escutcheon pins are now generally 
quoted at 20 per cent discount, whereas 
heretofore they were quoted net list. 

Files—According to the manufac- 
turers, there is not likely to be a change 
in file prices for some time. This be- 
lief, although generally credited in local 
hardware circles, has failed to bring out 
orders from jobbing houses, most of 
them, due to the lack of retail hardware 
demand, having enough stock on hand 
to meet all requirements during the 
next month or so. 

We quote from jobbers’ stocks: 
Nicholson and Black Diamond, 40 and 10 
per cent discount; Great Western Arcade, 
American, 50 and 5 per cent discount: 
Swiss, list plus 15 per cent; Chelsea hand 
cut, list plus 20 per cent. Rasps—Heller, 
70 per cent discount; Superior, 75 and 5 
per cent discount. 

Fire Pots.—The local jobbers are now 
quoting fire pots at 60 per cent dis- 
count, whereas a short time ago the 
discount was 43 per cent. 

Galvanized Bars.— Those jobbing 
houses who make it a practice to stock 
galvanized bars are beginning to ac- 
cumulate stock. As compared with a 
year ago prices are about $2 per cwt. 
higher, and due to the fact that most 
of the stocks on hand to-day were 
purchased at high prices the chances 
are that the present quotations will 
hold for some time. 

We quote from 
nized bars, flat, 1 x 
per cwt.: 1 x 3 
1x \-in., 16 ft 
16 ft. long, $8.95. 
$10.15 per ewt.: Tina - 
in. x 18 ft., %-in. x 18 ft., $8.75. 

Galvanized Ware.—Following the de- 
cline in pails and tubs noted last week 
there has been a further decline in all 
kinds of galvanized ware, and in fire 
shovels as well. 

We from jobbers’ 

Ash Galvanized, with 
7 x $4.50 each; 18 x 
each. 

Coal 
15-in., 
£5.73: 


grill and 
discount 25 


Files, 


Galva- 
long 


jobbers’ stocks 
%,-in.. 12 ft 
16-in., 12-ft 
long, $8.95: 
Round, 
%-in. x 18 
$8.85: 


1% 


3 -in 


stocks: 
three tr 
26-in., 


quote 
Cans 
26-in., 


Hods—Japanned, with wood handle, 
$4.24 per doz.: 16-in.. $4.54: 17-in., 
galvanized. with wood handle, 15-in., 
16-in., $7.08; 17-in., $7.65; 18-in., 
Fight-quart, $3.70 
12-qt., $4.60; 
heavier pails, 40-Ib. to the 
lb. to the doz., $8.67 
Tubs—Galvanized. 
doz.: No. 300, $21.70 
Garbage Cans—Galvanized 
per doz.; No. 2, $1.76: No 
Glass.—The market on all grades of 
window glass has declined one point, 
this making the second reduction within 
a comparatively short time. - Prices for 
plate glass have declined four points, 
now being quoted at 70 per cent dis- 
count. Quotations for vitro-marble and 
skylight glass remain as heretofore. 
We stocks: Window 
glass, the hox, 7&8 per 
cent discount by the light, 80 per 
discount: double A, 80 per cent discount 
double B, 82 per cent discount 
Vitro-marble glass: 5/16-in., 8%. per sq 
ft.: 7/16-in 
Skvlicht 
thick, 
per sq. ft.: Y-in 
wired glass, 35c. 


10- 


$5.16 


per doz.: 
14-qt., 
doz., $6.74; 50- 
No 2900, $159.45 per 
No. 1, 
4, $1.34 


$2? 16 


quote from jobbers’ 
single A and B, bv 


cent 


Rough or rolled 14-in 
18. per sq. ft.: 3/16-in. thick, 2% 

thick, 28ce. per sq. ft 
per sq. ft. 

Hammers.—Almost all of the large 
hardware interests have reduced prices 
on the popular brands of hammers about 
20 per cent. 


further reduction 
Soft 


Iron and Steel.—A 
in iron and steel prices is noted. 
steel bars, angles, channels and beams 
are 30c. per cwt. lower; plates l5c. to 
20c.; tire steel 50c.; steel bands 
and cold rolled, round, square and hex- 
agon $1, while best refined iron is 50c. 
lower, and band iron Prices on 
cold rolled flats take a wide range, fron 
$7.50 to $9.50 per ewt. If anytl 
the demand for iron and steel 
active than it was last week, 
duction in prices having a‘tendency to 
discourage rather than encourage buy- 
ing. Local stocks are larger than they 
have been before in many months. 
fact, some houses have succeeded in get 
ting mills to promise they will 
make further shipments this year, be 
unable to handle 
their warehouses. 

Co. has begun to stock 
warehouse, but is 
factor. 

We quote from 


lron.— Refine 
6-in Wit 


9-. 
aol... 


85c. 


additional stock in 


The 


Carnegie Steel 
Allston 


Maret 


its 


not as yeta 


to 

) heartl 
erucib'¢ spring t 
$4.65 to $6.25: stee 


teel = gq 


ty differe 


ner 100 
I I 


Ib 1 size, 1h¢ 

Lead.—Following the announcement 
by the Chadwick-Boston Lead Co., local 
hardware jobbers have marked down 
quotations on sheet lead from 14'4c. to 
13c. per lb. base. This drop is larg: 
explained by the fact that the Amer 
Smelting & Refining Co. dropped 
price on pig lead from 6'4e. 
from 6c. to 54c. within two days o1 

We quote ; 


lead, 13 per 


to 6¢., 


from jobbers sto < ~ 
Ib. base 


Motor Oils —Some of the manufac- 
turers of motor oils have made a redue- 
tion in list price, but have advanced dis- 
counts, consequently the net change to 
the retail dealer is hardly noticeable 
jobbe ‘Ss are 


begin? 


Nails..—Local 
to accumulate cut nails, 
still very badly broken. 
situation, apparently, is just about 
bad as ever, the demand far exceed 
the supply, and the mills holding 
very little encouragement as to fut 
shipments and prices. From the 
information there is e\ 
indication that wire will 
plentiful until toward the end of 
first quarter of 1921, if then. 


ym ie eT 


but stocks 


The wire 


obtainable 


nails 


not 


} 


xtr 


he 


Pipe.—Due to recessions made in 1 


market for bar lead, the Chadwick 
Boston Lead Co. announces a new sched 
ule on lead pipe, which shows a liberal 
decline in quotations. The compan) 
quotes lead pipe at 12¢. per lb. base; 
tin lined lead pipe at 25c. per Ib. ba 
and block tin pipe at 85c. per Ib. } 
Rivets.—The demand for rivets 
tinues of extremely small proportions, 


and there has been further accumula 
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tions of stocks here on structural kinds. 
A general asking price for full kegs 
is $8.15 base, per hundred Ib., but offer- 
ings are made at a dollar less. The 
price situation on small iron rivets is 
much more stable than that of struc- 
tural. 

We quote from jobbers’ stocks; Rivets, 


iron, small, 20 per cent discount; structural, 
full keg, $7.15 to $8.15 per 100-lb. base. 
Rubber Tire Channel.—Notwithstand- 
ing the general decline in iron and steel 
prices, heavy hardware houses have 
made no change in quotations on rubber 
tire channels. In way of explaining the 
reasons for maintaining market prices 
it is said that the supply here is un- 
usually small, and there is just enough 
demand to keep the market constantly 
cleaned up. 
Rubber 


jobbers’ stocks: 


We quote from 
‘ per Ib. 


» channels, 10e. 

Sash Cord.—There has been a further 
drep of 15c. per Ib. on local quotations 
on sash cord, making an aggregate re- 
duction of approximately 30c. within 
the past month. The current weakness 
of the market for sash cord is based en- 
tirely on the recent slump in raw cot- 
ton, and the ability of the cotton manu- 
facturers to buy fresh supplies of same 
at materially lower prices than prevailed 
six months or so ago. 

We 
cotton 

Screws.—The screw situation has not 
changed noticeably since last reports. 
According to advices given by manu- 
facturers of wood screws there is little 
likelihood of change in their lists for 
some time to come, due to the fact that 
they are still unable to secure raw ma- 
terial in desired quantities, and to the 
high cost of living. The situation in 
machine screws, etc., is still inclined to 
be unsettled, although no further re- 
v:sion in prices is noted. The unsettled 
feel'ng is based largely on a pronounced 
slump in the demand, and indications 
of any improvement in this respect for 
several weeks, at least, are not bright. 
lists: Wood 


jobbers’ stocks: Braided 
per lb. base. 


from 


cord, 62c. 


quote 


sash 


from jobbers’ 
head bright, 674% per cent dis- 
head blued, 67% and 5 per cent 
discount: round head blued, 65 per cent 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 57% per cent dis- 
count: flat head brass plated, 62% per cent 
discount; round head nickeled, 55 per cent 
discount: flat head nickeled, 55 per cent dis- 
count: flat head galvanized, per cent 
discount. 


We quote 
screws, flat 
count: flat 


52% 

ar h « rews 25 per cent discount; set 
screws, 40 per cent discount; cap screws, 
square and hexagon, list, also 33% per cent 
discount: fillister, net list; flat and round 
cap, list plus 10 per cent discount; iron 
machine screws, flat and round head, 40 
per cent discount; fillister, 30 per cent dis- 
count; flat and round head brass, 30 per 
cent discount; fillister 25 per cent discount. 

Sheets.—Recent quotations on black, 
blue annealed and galvanized sheets 
have suffered recently with those of 
iron and steel in general. Stock ap- 
pears to be coming in much faster from 
the mills than going out into consumers’ 
hands, and there is a larger accumula- 
tion of local supplies than has been the 
case before this year. 

We quote from jebbers’ stocks: No. 10 
blue annealed sheets, $5.90 per cwt., base; 
No. 28 black sheets, $8.15 base; No. 28 
galvanized sheets, $9.50 base. 

Sifters —Most kinds of ash sifters 
have been advanced slightly in price, 
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both by manufacturers and local job- 
bers. 

Sleds.—Further receipts of sleds from 
the manufacturers are noted this week, 
and reshipments to the retail trade are 
in order. In fact, orders for sleds on 
jobbers’ books are cleaning up remark- 
ably well. 

We quote from jobbers’ stocks: Flexible 


Fliers, No. 1, $2.84 each; No. 2, $3.34; 


. ; No..8, 
$4.34; N 5, $6.34; Racer, $4.50; 
Junior The 


J 67. discount from 
jobbers’ stocks is 40 per cent on the Paris 
line. 


Toys.—Some of the so-called late 
buyers of toys are beginning to nibble 
at the market, but are confining them- 
selves very largely to the lower-priced 
articles. 

We quote from jobbers’ stocks: Erectors, 
No. 1, $1.34 each; No. 2, $2.45; No. 3, $3.67; 
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No. 6, $7; No. 7, $10; amateur wireless sects, 
No. 4004, $5.25 No. 4005, $10.50; soldering 
outfits, $1 each; better outfits, $2; designer 
and toy maker, No. 8001, $1 each; No. 8002, 
$1.67. 

Motors.—No. P52 (two terminal 
teries), $1.05 each; No. P54 (reverse motor), 
$3.10; No. P58 (four terminal batteries), 
$1.58; No. P60C (transformer), $5.25. 

Tool Chests.—No. 705, $2.45 each; No. 719, 
$3.50; No. 715, $5.25. The other numbers 
range in price from $7 to $35 each. 

Wash Boilers.—The leading manufac- 
turers of wash boilers have reduced 
prices approximately $1 per doz., and 
a similar change has been made in local 
jobbing house quotations. 

Washers.—The demand for washers 
is quiet, stocks continue to accumulate, 
and prices are no more than steady. 

We from jobbers’ stocks: Cut 
washers, %-in. and smaller, 5c. per Ib.; 
larger, 4c, per lb. ; cut washers, 200-lb. kegs, 
list less 1c.; malleable washers, 14c. per lb. 


hat 


Date 


quote 


PITTSBURGH 


Office of HARDWARE AGE, 
1002 Park Building, 

Pittsburgh, Dec. 6, 1920. 
rT’ HE most important development of 
the past week in the hardware mar- 
ket comes in the shape of rather steep 
cuts in practically all lines of finished 
steel as a result of the return to the 
Industrial Trade Board prices by sev- 
eral of the independent companies 
which, for practically a year, have been 
obtaining substantial advances over that 
level. The Jones & Laughlin Steel Co. 
started the downward movement by re- 
ducing its prices on plates, shapes and 
bars, subsequently revising downward 
its quotations on wire and wire prod- 
ucts, shafting and railroad spikes. Some 
of the eastern independent steel manu- 
facturers have not yet followed the 
lead, but independents in this district 
and in the Central West have followed 
either in full or in part. Independent 
manufacturers of sheets still are quot- 
ing prices running from $5 to $10 per 
ton above the Industrial Trade Board 
levels and none of the independents, 
outside of the Jones & Laughlin Steel 
Co., yet is back to the: March 21, 1919, 
prices of common wire products. The 
American Sheet & Tin Plate Co. on 
Dec. 1 opened its books for first half of 
1921 tonhages of sheets and tin plate 
and reaffirmed its former quotations of 
4.35¢e. base for black sheets, 5.70c. base 
for galvanized, 3.55c. base for blue an- 
nealed and $7 per base box for stand- 
ard tin plate, all f.o.b. Pittsburgh. 
Manufacturers of nuts, bolts and rivets 
have adopted a new list of prices and 
discounts going back to those in effect 
in August last year. These several 
changes have brought about revisions 
in the jobbing and retail prices in this 
city, but it is not possible this week 
to give the new quotations on nuts, 
bolts and rivets, for the announcement 
by manufacturers has not yet been 
thoroughly digested and the new job- 

bing lists have not yet been made up. 
In connection with the new mill prices 
on wire products it can be stated that 
the Jones & Laughlin Steel Co. and the 
American Steel & Wire Co. now are on 


the same basis, quoting nails at $3.25 
base per keg, Pittsburgh, and plain wire 
at $3.25 per 100-lb. base Pittsburgh. The 
Pittsburgh Steel Co. also is quoting 
plain wire at $3.25 per 100-lb. but has 
made a cut of only $10 per ton in nails, 
which it is quoting at $3.75 base per 
keg. The Youngstown Sheet & Tube 
Co. has made a cut of $5 per ton from 
its most recent prices, now quoting 
nails at $4 and wire at $3.50. The Cam- 
bria Steel Co. has not followed and its 
most recent prices were $4.25 on nails 
and $3.75 on plain wire. Based on the 
new independent prices on sheets job- 
bing quotations here are lc. to 1%c. 
per lb. lower than they were a week ago. 
The fact that all manufacturers of tin 
plate now are on a basis of $7 per base 
box has resulted in a drop in the job- 
bing price of from 50c. to $1 per box. 

The suddenness with which steel 
prices have dropped naturally has un- 
settled the hardware market, at least 
in those products into which steel en- 
ters as an important item. At the same 
time, however, both the jobbers and re- 
tailers here continue to report a sus- 
tained demand with notable activity in 
Christmas goods, which includes prac- 
tically everything in electrical house- 
hold appliances, flash lights, pocket 
knives and pyrex ware. The general 
trend of prices still is downward but 
there are occasional exceptions, one of 
these being wooden wheel-barrows, new 
prices of which lately have come out 
and show an advance over those of last 
spring of 100 per cent. Some doubt is 
expressed, however, that these prices 
can be maintained, for while barrows 
are extremely scarce right now, neither 
the jobbers nor retailers are ordering 
them at all freely. 


Axes.—Suggestions of lower prices 
find no verification here, although it is 
expected that manufacturers soon after 
the turn of the year will have caught 
up with their orders and then will make 
some reductions. The leading manu- 
facturer advises the trade, under date 
of Dec. 1, that he has made no changes 
in prices and until this interest takes 
action it is doubtful if others will make 
any price changes. 
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We quote from jobbers’ stocks: Single 
bit, base weight axes at $18 doz.; double 
bit, base weight axes, $23 doz.; Sager 
single b.t axes, $25 doz.; Hiawatha boys’ 
handled axes, $15.50 doz. é 

Bars.—Demands upon the jobbers 
still are fairly good and the premiums 
recently possible for quick delivery have 
entirely disappeared. The supply sit- 
uation in iron bars is easier but makers 
are maintaining recent prices owing to 
the high labor costs and it is impossi- 
ble to make any change in the ware- 
house quotations. 


We quote from 
$3.10 to $3.35 per lb. for the base sizes, 
with the usual mill differentials for other 
sizes; iron bars, 5c. to 6c. per lb. base. 


Bolts, Nuts and Rivets.—Announce- 
ment by manufacturers restoring the 
prices and discounts in effect in Au- 
gust, 1919, has not been thoroughly 
digested by the trade yet and the prices 
from jobbers’ stocks in this district can- 
not be given this week. The wholesale 
reduction amounts to from 25 to 30 per 
cent in bolts and nuts, while prices of 
rivets are about $5 to $10 per ton be- 
low the recent levels. The new jobbing 
prices probably will not show quite so 
severe a reduction for the reason that 
they did not go up in proportion to the 
wholesale figures. 

Builders’ Hardware.—Although per- 
mits for only thirteen dwellings were 
issued in Pittsburgh in the month of 
November, this is not a good criterion 
of the demand for builders’ hardware, 
which still is good and because of the 
backwardness of shipments against old 
orders dealers are having some diffi- 
culty in meeting. In spite of the down- 
ward tendency of prices in general, 
there are no signs or indications of 
lower prices in this line of goods here. 


Guns.—Several of the leading manu- 
facturers have issued price lists for 
1921 and they show no changes from 
the closing prices of this year. This 
confirms a report of several weeks ago 
in these columns. 

Leather.—The market is largely a 
buyers’ affair on sole leather and man- 
ufacturers’ quotations are merely ask- 
ing prices, and would be shaded mate- 
rially if this would bring an order. 

Rifle Shot.—Shot for air rifles has 
been marked down 10c. per case in keep- 
ing with the weak market in the raw 
material. 

Sash Cord.—Another cut of 5c. per 
lb. has just been announced, new job- 
bing prices here running from 62c. for 
the common sort up to 75c. for first 
quality. 

Sheets.—Sharp reaction in mill prices 
has found almost instant reflection in 
warehouse quotations which now in all 
finishes are even lower than some of 
the idependent mills were obtaining 
against large lots. Apparently these 
prices do not measure the probable bot- 
tom for the reason that they are based 
upon the current quotations of the in- 
dependent manufacturers and the lat- 
ter still are from $5 to $10 per ton above 
the prices of the American Sheet & Tin 
Plate Co. The latter opened its books 
on Dec, 1, naming the quotations of 
March 21, 1919, and the independent 


warehouses, steel bars 
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manufacturers, or at least most of 
them, are so badly in need of business 
on account of hold-ups that they prob- 
ably would meet the Corporation prices 
to secure business. Demands upon the 
jobbers are good but no where nearly 
as insistent as they were a short time 
ago and supplies are more than ample. 
We quote from 
cold-rolled black sheets, 6.45c. 
Pittsburgh; galvanized, 7.60c. base; blue 
annealed, 5.50c. base; 2%-in. corrugated 
galvanized sheets, per square 


Tin Plate.—Reaffirmation of the old 
base of $7 per base box, Pittsburgh, for 
standard tin plate by the American 
Sheet & Tin Plate Co. for first half of 
1921 practically fixes the market at that 
figure and since current demands upon 
the independents are extremely limited, 
premiums over that price have disap- 
peared. Production is heavy and on ac- 
count of the improved supply of cars 
and more normal performance by the 
railroads, jobbers are getting big ship- 
ments. These conditions have forced a 
reduction in the warehouse prices, with 
standard tin plate now quotable at $9.50 
per base box as compared with $10 to 
$10.50, the recent range. No change 
has taken place in roofing terms, chiefly 
because this class of material had little 
or no advance, while container plate 
was advancing, and as this is the dull 
season jobbers do not figure that a cut 


warehouse: One 
per lb. base, 


pass 


#s5e 
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in prices would be productive of any 
business. Consequently they are hold- 
ing to the recent quotation. 

We quote from warehouse: Standard coke 
tin plate, $9.50 per base box; roofing ternes, 
20 x 28 in. 40-lb., ie., $28 to $28.50. 

Washboards.—Prices of washboards 
have been reduced anywhere for $1.25 
to $2 per doz., restoring the list to that 
in effect Dec. 15, 1919. 

Wire Products.—Jobbing prices have 
gone down in keeping with the lower 
quotations recently announced by some 
of the independent manufacturers. 
There is a possibility of something of a 
shortage if the demand responds at all 
freely to the new prices, for the reason 
that, the base of the Corporation and 


be met by a number of other companies, 
and unless able to effect reductions in 
producing costs there is a possibility 
they will shut down their plants. Few 
of the jobbers here have very big 
stocks and a restoration of the usual 
margin between mill and jobbing prices 
is unlikely until they have caught up 
with their back’orders and accumulated 
reserve supplies. 

We quote from 
nails, $3.90 to $4.75 
wire, base sizes, $ 
galvanized wire, $4.60 
wire, $4.75; wire brads, 60 
off list; woven wire fencing, 
50 per cent off list. 


jobbers’ 
per 


3.90 to $4 


o base il 
r 100 lb 

galvanized barbed 
to 70 per cent 
out of stock, 
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Office of HARDWARE AGE, 
604 Mercantile Library Blidg., 
CINCINNATI, Dec. 4, 1920. 

YONTRARY to all expectations the 

A hardware trade during the month 
of November enjoyed a very prosperous 
period. Jobbers report their sales as 
running well ahead of the same month 
last-year, and dealers also report a 
good business. The indications are that 
the year 1920 will go down as one of 
the best in the history of the hardware 
business in this territory. 

During the past two weeks jobbers 
have been kept very busy with holiday 
orders. Some dealers on the other 
hand report business quieter. The holi- 
day trade, however, has already com- 
menced, and those making a specialty 
of catering to it report that as far as 
present indications go it will be fully 
up to that of last year. The buying 
public apparently has as much money 
to spend as formerly, and the highest 
grade of goods are always called for. 

The price tendency is downward, and 
some declines have been registered dur- 
ing the fortnight. There is no general 
decline, however, in evidence, and some 
jobbers do not look for any. While 
in keeping with general conditions 
throughout the country, lower prices 
are eventually looked for, these are not 
expected much before early spring. 
Dealers, however, are buying judicious- 
ly but adequately. Jobbers on the other 
hand are not hesitating to place orders 
for staple lines for spring delivery. 

Very little complaint is heard regard- 
ing collections. In some cases dealers 
are not discounting their bills as 


promptly as formerly, but in the major- 
ity of these special considerations enter 
into the matter, and no apprehension is 
felt as to the ultimate payment of 
counts. 

Automobile Accessories.—The acces- 
sory line is very dull, about the only 
items moving being weed chains, radia- 
tor covers and anti-freeze _ solutions. 
Some dealers report fair sales of bat- 
teries, one reporting eight batteries 
sold last week. No price changes are 
announced. 

Axes.—Nothing further has devel- 
oped as to prices since last report. The 
demand continues fair, and while no 
shipments have been received for some 
time, jobbers’ stocks are in fair shape 
to meet it. Jobbers quote: 


Handled axes, 3% to°4™% Ib. single bitted, 
$22.7 per 


$22.7 doz. 

Bolts and Nuts.—Some shipments of 
bolts and nuts have been received since 
last report, and stocks are now in good 
shape on nearly all lines. Deliveries of 
machine bolts are now coming forward 
on orders placed sixty days ago. This 
compares with shipments recently re- 
ceived on orders placed last January. 
Stove bolts continue 
The price situation is not clearly de- 
fined, but the average discounts are as 
follows: 


Machine bolts, all sizes » per cent off 
ist carriage bolts, 5 f stove bolts, 50 
ind 10 off: sem 1 Isizes, 30 
ind 10 off 


Builders’ Hardware.—Builders’ hard- 
ware is very quiet. What little con- 
struction work is in progress has been 
held up somewhat by a strike of elec- 
tricians and _ plasterers. No price 


ac- 


scarce, however. 


of 
finished 


nuts, a 
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changes are reported, and some manu- 
turers have guaranteed their prices 
iinst decline until April 1. 
Coaster Wagons.—Jobbers report the 
and for coaster wagons for the holi- 
y trade as very brisk. Stocks are in 
good shape, and no difficulty is antici- 
‘d in filling all orders. 
Coal Hods.— The demand holds 
dy, and sales by both jobbers and 
| are excellent. In connection 
vith our quotations on coal hods, an 
r was made in last report, and cor- 
ted quotations follow: 


a.ers 


hods, 17-in., $6 per doz. ; 
japanned funnel hods, 
7.50 per doz.; galvanized open hods, 
$9 per doz.; 18-in., $9.75 per doz. ; 
nized funnel hods, 17-in., $10.90 per 
1s-in., $11.90 per doz. 


inned 


, $6.75 per 


open 
doz. ; 


Corn Brooms.—A manufacturer of 
cern brooms has revised his prices, and 
these have been put into effect by local 
jobbers. A decline of approximately 10 
per eent is registered, and ordinary 
corn brooms are now quoted at 70c. 
each. 

Cutlery.—There has been a good de- 

nd for cutlery during the past three 

:s. Sales previous to Thanksgiving 
reported by dealers to have been 

ry good. Carving and _ pocket 
ves are being taken for the Christ- 
Jobbers report their stocks 
No price changes are 


sets 


mas trade. 
good shape. 

announced. 
has 

glass 


Cooking Ware (Glass).—There 
een a brisk business done in 
oking ware during the past week. 
doubt in anticipation of the 
This ware is hecoming 
emely popular for cooking pur- 
;, and dealers are expecting a big 
holiday business. 


This no 
lay trade. 


Drills and Taps.—The reduction of 
10 per cent announced on high speed 
drills two weeks ago is the only inter- 
esting thing in these lines. Jobbers do 
not anticipate any declines in the prices 
of carbon drills or taps, as these items 
advanced only slightly during the past 


few years. 


Eaves Trough and Conductor Pipe.— 

are reported as normal! for this 

- of year. Prices have been reduced 

Sharply by most manufacturers, and job- 
bers now quote: 

enty-eight-ga., 5-in. lap joint, ingle 

aves trough, $7.50 per 100 ft.; 258- 


}-in. corrugated conductor pipe, $7 per 


ft 3-in. corrugated conductor elbows, 


16 per doz. 
The demand is still 
Prices 


Furnace Scoops. 
1 and stocks badly broken. 
inchanged as follows: 


back furnace 
furnace scoop 


hollow 
riveted 


indard 
0 doz.: 
d0Z 


Scoops, 


$11 


Files.—The demand has fallen off to 
extent, and jobbers are 

ticipating lower prices shortly. No 
changes from previous quotations are 
noted, however, and all makes of files 
ire still quoted at 45 and 5 off list. 


yme some 


Galvanized Ware.—A reduction of 10 
per cent has been made by manufactur- 
ers, and this has been put into effect by 
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local jobbers. The demand is fair. The 
new prices quoted by jobbers are as 
follows: 

Galvanized steel sheets, 9c. lb.; galva- 
nized pails, 10-qt., $4 per doz.; 12-qt., $4.43 
per doz.; 14-qt., $4.90 per doz; 16-qt., $6 

doz.; galvanized wash tubs, No. 0, 
i ae: No, 1, $11.35; No. 2, $14; 
3. $16. 

Glass.—No change is reported in the 
glass situation. It is reported that 
wages of glass workers will be ad- 
vanced shortly after the first of the 
year, thus increasing the cost of pro- 
duction. Stocks are badly broken, es- 
pecially in window glass. The supply 
of plate glass, however, is aCequate to 
take care of the demand. No further 
price changes are reported. 

Ice Creepers.—The demand has fallen 
off to some extent, though dealers have 
been placing small orders to take care 
of immediate needs. Jobbers are not 
heavily stocked but are hopeful of hav- 
ing enough to take care of the demand. 

Lock Washers.—A reduction of 10 
per cent is announced in the price of 
lock washers, and this has been put 
into effect by local jobbers. 

Lanterns.—Good orders are still com- 
ing in, and jobbers’ stocks are badly 
broken. Some jobbers have only re- 
ceived about 50 per cent of their or- 
ders, and are doubtful if they will re- 
ceive the balance for some months yet. 
Prices are unchanged: 

Jobbers quote: Wizard, Blizzard and 
Buckeye Dash, $14.25 per doz.; Monarch 


tin, $9 per doz.; Eureka Driving, $19 per 
doz. 


Linseed Oil.—Linseed oil has further 
declined in the local market, and is now 
quoted by jobbers: 


In single barrels, $1.02 per gal.; 10 to 
25-gal. lots, $1.07; 1 to 9-gal. lots, $1.17. 
Boiled linseed is quoted le. above raw. 


Lead.—A decline has been registered 
in the price of white and red lead, and 
jobbers quote: 


White and red 


14%4c¢. per Ib.; 50 
per Ib.; 12% Ib. 
Lots over 500 Ib. 
count. 


Mechanics’ Tools.—While the demand 
has fallen off to some extent, the scar- 
city of tools continues. Carpenters’ 
hammers are particularly difficult to 
secure. There are rumors of impend- 
ing lower prices, but nothing definite 
has come to hand. Some announce- 
ments are expected about Jan. 1. 

Nails.—Better shipments are being 
received, and jobbers are able to carry 
a few kegs in stock for the first time in 
many months. There are enough back 
orders on the books, however, to care 
for all the nails being received, but ap- 
parently dealers have become accus- 
tomed to the rationing methods of the 
past few months that they are willing 
to let the jobbers look after them. Some 
independent companies are reported to 
have reduced their prices within the 
past two weeks, but these are still about 
50c. a keg above those being quoted 
by the leading interest. Local prices 
remain unchanged. 


Jobbers 


lead, 100 to 500 kegs, 
and 25-lb. kegs, 14'%c. 

kegs, 14%ec. per Ib 
take a 10 per cent dis- 


quote wire nails at $4.50 
keg, base; cut nails, $6.25 per keg. 


’aints.—Paints, with the exception 
of varnishes, show a downward ten- 


per 
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dency. Regular house paints and pre- 
pared paints have been reduced 25 to 
40c. per gallon during the past two 
weeks. Jobbers report the demand as 
very slow. Dealers, however, report 
fair sales being made. 


Rivets.—Better shipments are being 
received. Orders placed during the sec- 
ond quarter are beginning to come in, 
and on new business manufacturers are 
making 60 days’ delivery. Prices show 
no change, all sizes being quoted at 35 
per cent off list. 


Roofing Paper.—Reductions in the 
prices of roofing paper were announced 
during the week, amounting approxi- 
mately to 124% per cent. The demand 
is not very brisk just now, and stocks 
are in good shape. New prices follow: 


Standard, light, $1.70 per roll; medium 


$2 per roll; ; per roll. 


heavy $2.30 Hold 
fast, light, $1.85 per roll; medium, $2.20 
Slate 


per roll; heavy, $2.60 per roll. sur- 
face roofiing, $2.95 per roll; red rosin roof- 
ing paper, 20-lb. rolls, $1.20 per roll; 25-Ib 
roll, $1.50 per roll. 

Sleds—In common with all other 
holiday goods, the demand for sleds is 
brisk. While jobbers’ stocks are in fair 
shape, it is not expected that many will 
be left over, as the indications are that 
orders will increase from now on. 


Skates.—The demand has set in for 
ice skates, and if the season is favor- 
able for outdoor skating there prom- 
ises to be a shortage. While some 
dealers placed orders with jobbers for 
part of their requirements during the 
summer, there are others who did not 
use such foresight, and as jobbers have 
no way of estimating the requirements 
of the trade, they have only stocked a 
certain percentage over that for which 
they had orders, and naturally those 
coming in late will find themselves in 
an unfortunate position. Prices on 
skates show no change from quotations 
previously reported. The usual quota- 
tions made follow: 

Ice skates, cast steel runners, polished, 
$1.04; ladies’ style, $1.31; men’s hockey 


skates, cast steel blades, nickel-plated, $1.40 
pr.; ladies’, same, $1.50 pr. 


Snow Shovels.—Further shipments of 
snow shovels have been received, and 
stocks are in good shape to take care 
of demands on them. The demand is 
fair. 

Jobbers quote: Two riveted steel 
shovels, 14 x 11% blade, $8 per doz.; gal 
vanized, 21% x 16 in. blade, reinforced 
back, straight handle, $16 per doz. 


Stove Board.—Stove boards continue 
in good demand. Stocks are in good 
shape. Prices show no change. Job- 
bers quote as follows: 

Wood 


snow 


lined crystal stove boards, 24 x 
24 in., $14.20 per doz.; 26 x 26 in., $16.70 
per doz.; 28 x 28 in., $19.50 per doz.; 30 
x 30 in., $22 per doz.; 33 x 33 in., $26.50 
per doz.; 36 x 36 in., $31.60 per doz. In full 
case lots, a discount of 5 per cent i 
allowed on above prices, 


Stove Pipe and Elbows.—The demand 
for stove pipe continues good. In some 
quarters there are expectations of 
lower prices to come, but nothing def- 
inite has been received from manufac- 
turers, and it is likely that in this case 
the wish is probably rather to the 
thought. Jobbers quote stove pipe 
and elbow as follows: 
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Stove pipe, 3-in., 18c. joint; 4-in., 19%4c.; 
5-in., 22c. joint; 6-in., 25c. joint; 7-in., 28c. 
joint. 

Elbows, 3-in., $2 doz.; 4-in., $2.15 doz.; 


5-in., 2.25 doz.; 6-in., $2.75 doz.; 7-in., 
$3.75 doz. 


Tinware.—Price of tinware has de- 
clined 10 per cent since last report. 

Wash Boards.—The Monarch Mfg. 
Co. has notified the trade of a revision 
of its prices, and the new lists will be 
in the hands of jobbers on Dec. 10. 
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They are expected to show a decline of 
approximately 10 per cent. 

Wire Goods.—The demand has fallen 
to almost negligible proportions. Stocks 
are in pretty fair shape to meet the ex- 
pected buying movement after Jan. 1. 
No price changes are reported. 

Jobbers quote: Black painted wire cloth, 
2.50 per 100 sq. ft.; poultry netting, gal- 
vanized before and after weaving, 45 per 
cent off; galvanized cattle wire, $4.35 per 
80-rod spool; galvanized hog wire, $4.35 
per 80-rod spool. 


TWIN CITIES 


Office of HARDWARE AGE, 
909 Hennepin Avenue, 
Minneapolis, Nov. 30, 1920. 
YENERAL business conditions re- 
main about the same as for the 
past few weeks. 

The volume of fall business has not 
been so large as was anticipated, due to 
the mild winter weather prevailing in 
this territory. There have been very few 
cold days and very little snow. 

Retailers carrying a line of goods 
for holiday trade anticipate an in- 
creased volume of business for Decem- 
ber, 

While there is a great deal of talk 
about general price recessions that will 
be made, practically none of it has 
materialized. There is no question, 
however, that factories are rapidly 
gaining on their old back orders and 
will soon be in a position to make 
prompt shipments. When all old orders 
are cleaned up it is very likely some 
price reductions will be made, as job- 
bers are not placing heavy orders with 
the factories. , 

Builders’ Hardware.—Sales of build- 
ers’ hardware are light, but remain 
about equal to September and October. 
Indications are there will be a resump- 
tion in building activities in the early 
spring. 

Axes.—Sales remain good as it is a 
seasonable item. Jobbers’ stocks are 
in good shape. No price changes have 
been made, 

We Single 
double 


jobbers’ stocks: 
$16.50 per doz.; 


quote from 
bit, base weights, 
bit, base weights, $21.50 per doz. 

Ash Sifters.—Sales in this line are 
fair. No price changes have been made. 

We quote from 
Wood square, $4.50 doz.; metallic 
$4.75 doz.; wood barrel, $15 doz. 

Bale Ties.—Stocks are in good shape. 
Demand is light. There has been no 
further reduction than that of last 
week, 


We quote from local jobbers’ 
60-5 per cent from standard lists. 

Bolts.—There is a rapid improvement 
in the jobbers’ stocks of bolts, so that 
practically all sizes are now obtainable. 
There has been a decline put in effect 
by some of the jobbers, apparently an- 
ticipating a decline in factory prices 
January 1. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 20 per cent.; large 
carriage bolts, 15 per cent; small machine 
bolts, 30 per cent; large machine bolts, 20 
per cent; stove bolts 50-5 per cent; lag 
screws, 30-10 per cent; plow bolts, 20 per 
cent. 

Coal Hods.—Sales remain rather in- 


stocks: 
round, 


local jobbers’ 


stocks: 


active for this season of the year. 
Jobbers’ stocks are in good condition. 
No price changes have been made. 

We quote from local jobbers’ stocks: 
Japanned 17-in. open, $5.20 doz.; japanned 
18-in. open, $5.50 doz.; japanned funnel 17- 
in., $6.55 doz.; japanned funnel, 1%8-in., 
$7.20 doz.; galvanized open, 17-in., $8 doz.; 
galvanized open 18-in., $8.75 doz.; galva- 
nized funnel, 17-in., $9.90 doz.; galvanized 
funnel, 18-in., $11.70 doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—Stocks are in excellent shape. 
Notwithstanding the fact that there 
has been a decline in the price of gal- 
vanized sheets there has been no decline 
in this line. 

We quote from local jobbers’ stocks: 
Eaves trough, 28-ga., 5-in. lap joint, single 
bead, $9.50 per 100 ft.; conductor pipe, 28 
ga., corrugated, 3-in., $9 per 100 ft.; elbows, 
3-in. corrugated, $2.16 per doz. 

Elbows.—Business in this line has 
been very active, with ample stocks to 
supply the demand. No price changes 
have been made. 

We quote from local jobbers’ stocks: 
Common iron corrugated, 6-in., $2 doz.; 
adjustable charcoal iron, 6-in., $2.70 doz. 

Files.—Factories are now making 
quite prompt shipments and jobbers’ 
stocks are in good condition. No price 
changes have been made. 

We quote from local jobbers’ stocks: 
Nicholson files, 45-5 per cent; Riverside 
and Arcade brands, 50-10 per cent. 

Galvanized Ware.—Jobbers’. stocks 
are in good condition. As before stated, 
no general declines have been made. 

We quote from 
Standard No. 1 


stocks: 


$12.90 


local jobbers’ 
galvanized tubs, 
doz.; standard No, 2, $14.50 per doz.; 
standard No. 3, $16.90. Heavy No. 1 gal- 
vanized tubs, 25 per doz.; heavy No. 2, 
Ss »0 per doz.; heavy No. 3, $28 per doz. ; 
standard 10-qt. galvanized pails, $4.20 per 
doz.; standard 12-qt., $4.60 per doz.; 
standard 14-qt., $5.60 per doz.; standard 
16-qt. stock, $8.50 per doz.; standard 18- 
qt. stock, $9.80 per doz. 

Glass and Putty.—Business in this 
line is very active contrary to expecta- 
tions. Jobbers have been able to main- 
tain a fairly good stock. No price re- 
ductions have been made on window 
glass. 

We quote from local jobbers’ stocks: 
76 per cent and 78 per cent from standard 
lists. Putty, 5'%4c. per Ib 
Lanterns.—Sales in this line have not 
been as active as usual at this season of 
the year. Jobbers’ stocks are in good 
shape. 

We quote from local jobbers’ 
Tubular long globe or short globe, 
doz.; tubular dash, $17.60 per, doz. ; 
Cold Blast No. 2, $14.25 doz. 

Nails.—The situation with reference 
to bright nails remains about the same 
However, there is a good supply of 
coated nails in all sizes from 6d up. 
No doubt there will be a gradual im- 


stocks: 
$13 per 
Dietz 
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provement in the bright nail situation 
during the next few weeks as jobbers 
report shipments on the way. 

We quote from local jobbers’ stocks: 
Standard wire nails, $4.85 keg base; coated 
nails, $5.50 


Paper.—Business in this line con- 
tinues quiet. No further price reduc- 
tions have been made than those re- 
ported last week. 

We 
f.o.b.: 


quote from local jobbers’ stocks, 
Barrett's No. 2 tarred felt, $4.15 per 
ewt.: Barrett’s threaded felt, 500-ft. rolls, 
$2.08 per roll; Slater’s felt, $1.39 per roll; 
No. 20 red rosin, 97c. per roll; No. 25 red 
rosin, $1.20 per roll; No. 30 red rosin, $1.45 
per roll. 


Rope.—Sales remain 
are in good condition. 
a decline in price. 


We quote from local jobbers’ stocks: 
Columbian manila rope at 27\c. lb. base; 
Columbian sisal at 184c. Ib. 


Sandpaper.—Due to small amount of 
work being handled by cabinet and sash 
and door factories, sales are very light. 
Factories are now making prompt ship- 
ment so that jobbers’ stocks are in good 
condition. 

We quote from 


fair. Stocks 
There has been 


local jobbers’ stocks: 
3est grade, No. 1, per ream, $7.20; second 
grade, No. 1, per ream, $6.50. 

Screws.—There is somewhat of an 
improvement in stocks of screws, 
although there is still a shortage of 
machine screws. There has been a de- 
cline in price. 

We quote from local 
Flat-head bright screws, 
round-head blued screws, 6714-5 
flat-head japanned screws, 62} 
flat-head brass screws, 50-5 
round-head brass screws, 47% 
iron machine screws, 60 per 
machine screws, 40 per cent. 

Sidewalk Scrapers and Snow Shovels. 
—Sales in this line are beginning to 
pick up and will be good as soon as 
snow and cold weather set in. 


We quote from local jobbers’ stocks: 
Steel sidewalk scrapers, $4.10 doz.; wood 
straight handle snow shovels, $5.75 doz.; 
steel blade straight handle, $6.80 doz.; gal- 
vanized steel blade, D-handle, $14.40 doz. 


Solder.—Trade in this item continues 
inactive, due to weather conditions. 
Price shows further decline. 

We quote from local 
Strictly half and half, 30c 

Steel’ Sheets.—Stocks are rapidly 
getting into good condition and ample 
for demand. There has been a further 
decline in price. 

We quote from local 
28-ga. galvanized, $9.25 
black, $8 per ecwt. 

Stove Boards and Stove Pipe. 
mand for these goods has been 
active. 
demand. 

We 


stocks: 
per cent; 
per cent; 
2-5 per cent; 

per cent; 

per cent; 
cent; brass 


jobbers’ 
70-10 


jobbers’ 
per Ib. 


stocks: 


stocks: 
28-ga. 


jobbers’ 
per cwt.; 


De- 
very 
Stocks are ample to meet the 


stocks: 
$18.85 
$30.50 
28-ga., 


quote 
Stove boards, 


from local jobbers’ 

erystallized, 28 x 28, 
doz.; 30 x 30, $21.20 doz.; 36 x 36, 
doz.; stove pipe, uniform blued, 

6-in., 25c. per joint. 

Tin Plate.—Prices on tin plate show 
no change, and did not follow the pig 
tin decline. 

We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50. 

Weatherstrip.—Sales are _ steadily 
improving on this item, due to the re- 
cent cold spell. Prices remain as 
last quoted. 

We quote from local jobbers’ stocks: 
\-in. and %-in. wood and felt, $2.25 per 
100 ft.; 1-in. wood and felt, $3.40 per 
100 ft. 
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SEATTLE 


SEATTLE, WASH., 
November 24, 1920. 

HE decline in hardware prices in 

Seattle has not been very marked 
so far, the jobbers and retailers here 
stating that they endeavored all through 
the period of inflation in prices to hold 
the local market on a fair basis, and 
they also state there was absolutely ne 
profiteering. The local jobbers say 
they will follow the manufacturers in 
price reductions, and they have done so 
thus far. The jobbers are giving the 
retail trade the benefit of lower prices 
as fast as they can, so that the read- 
justment in hardware prices here is 
going along nicely, and so far there 
are no signs of demoralization. A fair 
amount of new building is going on 
here, but it is largely confined to the 
cheaper grades of small houses in 
which the amount of hardware used is 
relatively small. 

There is still a slight scarcity in 
some lines of goods sold in hardware 
stores, but this is fast disappearing, 
and is now confined to a few items. 
The supply of the small sizes of gal- 
vanized pipe is still short, and so is the 
supply of a few other goods, but job- 
bers say that shipments on nearly every- 
thing are coming in promptly. There is 
now an ample supply of wire nails and 





wire, also of sheets and tin plate, in 
which goods there was a decided scarc- 
ity for some months. 

Collections are reported to be good, 
and jobbers are discouraging any more 
buying by retailers than is actually 
needed to maintain stocks. Recently 
a jobbing house here received a carload 
of %-in. galvanized steel pipe, the first 
full car of this material that has come 
in this market in many months. 

Axes.—The new demand is quiet, the 
lumber business in the State of Wash- 
ington being nearly at a_ standstill. 
Jobbers’ prices on single bitted, unhan- 
dled axes is $22.00 per dozen, and on 
double bitted, $26.00 per dozen. For 
putting handles on axes a charge of 
$1.00 per dozen is made. 

Bolts, Nut and Rivets.—The new de- 
mand is quiet, and there have been 
some slight reductions in prices. Job- 
bers now quote long carriage bolts at 
plus 10 for small and plus 15 for large 
sizes. Machine bolts with square nuts 
are quoted at plus 5 for small and plus 
10 for large sizes. 

Brass and Copper.—Prices on nearly 
all grades and sizes have been reduced 
by local jobbers to meet lower prices 
being named by the manufacturers in 
the East. 
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Iron and Steel Bars and Miscellane- 
ous Steel.—Material reductions in prices 
on iron and steel bars, also on reinforc- 
ing bars and high grade steels, have 
been made by the Eastern mills to 
local jobbers, and in turn the latter 
have made lower prices to the retail 
trade. 


Files—Jobbers and retailers are 
keeping stocks down as much as they 
can, in anticipation of lower prices. 

Shovels, Spades and Scoops.—Lower 
prices are being named on nearly all 
grades and further reductions are looked 
for in the near future. Prices as now 
quoted by the jobbers, and who are 
advising their trade to buy carefully, 
are as follows: 


Sheets.—Prices have declined on 
black and galvanized sheets at mill as 
much as $40 per ton over the highest 
prices quoted some time ago, and the 
market is still weak, with indications 
that prices will go still lower. Jobbers 
are advising their trade to buy only as 
their needs demand. No. 28 black, one 
pass, box annealed sheets are quoted by 
jobbers at about 10c. per Ib. and the 
same gage of galvanized at 11.50c. to 
12c. per lb. 


Plates.—Very little is being done by 
local jobbers or retailers in the sale of 
plates in the local market. The Barde 
Industrial Co., which is the local sub- 








Current Metal Prices—December 7, 1920 


[ron and Soft Steel Bars 
and Shapes 

Per lb. 

price... .4.70¢ 

20.00¢ 


Bars: 
Refined Iron, base 
Swedish Bars, base price... 
Soft Steel: 
% to 1% in. round, and 
square ...........3.48@3.70¢ 


Nos. 


Nos. 22 


8.48@4.50¢ 
1 to 6 in. x % to 5/16, 
3.58@4.75¢ No. 30 


wv 
Rods—% and 11/16...3.53@5.45¢ No, 28, 


<—“"e 1 to 6 x 3/16 to pe 
hey 4.18@4.65¢ higher 


4.18@6.00¢ 
Angles 


ica 
Seams and Channels, 
and Tees: 
3 in. 
base 
Channels, Angles and 
under 3 in. x 4% in..é 


and larger, 


.3.58@3.80¢ 


Tees 


3.48@3.70¢ Nos. 22 


af 


Merchant Steel No. 28... 
OO... 


Per Ib. 

Tire, 1% x ¥% in. and larger.4.15¢ 
Smooth finish, 1 x 2 

x % in. and larger....2+% 4.65¢ 
Toe calk % x % in. and 

larger 
Cold-rolled strip sof 

and quarter hard) .10.835@14.00¢ 


Bor Annealed—Black 


18 and 20.. 
and 24.. 
1 to 6 in. x % in. tol in, No: SB sc uceses 
es Teese. 


and 20 


end: Qh vcs 


ove bee eimai 8.50 to 10.00 
. 28, 36 in. wide 20¢ higher. 


Base Price* on No. 
coarser: 


ot Steel 
xe Wood's 
Pe Pass; Refined 
Per lb. Per lb. 
6.30@7.90¢ 
6.35@7.95 10.80¢ 
-6.40@8.00 10.85¢ 
6. 0G 8 10 


ete, 10¢ 


Tin Plates 


Bright Tin 
Grade 
*AAaa’* 
Charcoal Charcoal 
14x20 


Babbitt Metal 


Best grade, per lb 
Grade Commercial grade, 
ave 


14x20 Asiatic 


Aluminum 

No. 1 aluminum (guaranteed 
over 99 per cent pure), 
oe for remelting, 


Coke—14 @ 20 


Primes 


Per Ib. 

.00 to 8.60 
-7.15 to 8.75 
7.40 to 8.90 
9.05 

9.20 

9.25 


9.50 


Galvanized 


Steel Wire 


9 gage and 


Terne Plates 
8-lb. Coating 14 @ 20 


Open-hearth spring steel 
6.50@10.00¢ 
Shafting and Screw Stock: 
Rounds ............5.50@7.00¢ 
flats and 
6.00 @7.50¢ 
Standard cast steel, base 
Tice 
Best cast steel.......20.00@24.00¢ 
Extra best cast steel. 25.00@30.00¢ 


Tank Plate—Steel 
Per Ib. 


% in. and heavier... ..3.78@4.00¢ 


Sheets 
Blue Annealed 
4.68 @5.50¢ 
4.75 @5.55¢ 
5.60@ — 


Bright Basic 

Annealed Soft 
Galvanized Annealed 
Copper Basic 

Tinned Soft Bessemer 


Brass Sheet, Rod, Tube and 
Wire 

srass Sheet. 

High Brass f 

Brass Rod 

Brass Tube 


High 23% @24¢ 


39 4 @ 209 


Copper Sheets 


Sheet copper, hot rolled 24 oz., 
244% @ 29¢ per Ib. base. 
Cold rolled, 14 os. and heavier, 
2¢ per lb. advance over hot rolled. 


*Regular extras for lighter gages. 


Lake Ingot 
Electrolytic 


Wasters Old Metals 
Le +4 There was a declining tendency 
9.70¢ during the early part of this week 
10.00¢ but this was halted by the better 
11.00¢ metal market toward the end of 
the week. Dealers buying prices 


12.00¢ 
13.00¢ 
are nominally as follows: 


14.00¢ 
Cents 
Per Ib. 
- $11.25 
10.25 
8.50 


Copper, heavy and Crucible. 
Copper, heavy and wire.... 
Copper, light and bottoms... 
Brass, heavy 

Brass, light 

Heavy machine composition. . 
No. 1 yellow brass turnings. 


No. 1 red brass or composi- 
tion turnings 


Lead, heavy 
Lead tea 


10.50 
6.50 


Spelter and Sheet Zinc 


Western spelter ... 8 
Sheet zinc, No. 9 base, casks. 


American 
tend 


Bar 


% @o¢ 
14@14%4¢ 


Lead and Solder 


pig lead. 


‘Th Osht. 


pe 


4s ia, Lap + 
-12 in. Lap.......0. +12 
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Paint Material Prices as Quoted in New York—December 6, 1920 


Olive, 

per gal. 
Neatsfoot, 
Palm, 


Animal, Fish and Vege- 
table Oils— 


Linseed, Raw, 
lots, gal. 
City, 5-bbl, lots, gal... 
Out-of-town, 5 bbl. lots 
and over, -78@ .80 
Boiled, 2¢ per gal. advance on Raw. 


carload 
$ .78@ 80 
-86@ .90 


Barytes: 
Prime, 
Lard, prime, winter, edible Off 


in bbls., per gal 1.75@1.80 


color, 


Ootton seed, 

Bleachable 

Yellow Summer, Prime, 1b.9%¢@— 
Tallow, acidless, gal....1.25@1.28 
Menbeden 

Crude, bbl., gal 

Light pressed, gal 

Bleached Winter, gal... 


China, 
per ton 


Gilders 


Cocoanut, Ceylon, bbl., 
Bm. 2, 
Cod, 


144 @14%¢ 
-76@ .78 
@ .85 


Domestic, Prime. . Fish, gal. 


Newfoundland, in bbl.. Bone, Ib. 
Corn, Refined, bbl., 


Crude, bbl., per Ib Per gal. 





sidiary of the Barde Steel Products 
Corporation of New York, has bought 
up the equipment of the Seattle ship- 
yards that have gone out of business, 
and is offering this material in the open 
market at very much lower prices than 
the Eastern mills are naming to local 
jobbers. The material consists of stee' 
bars, plates, structural material and 
other steel products, including a full 
supply of tool steel of all grades. Prices 
on plates quoted by jobbers follow: 


Wire Products.—The great scarcity 
in supply of wire nails, galvanized wire 
and cement coated nails, which has ex- 
isted in this market for many months, 
is now practically over, shipments from 
the Eastern mills now coming into this 
district quite freely. Prices are hold- 
ing quite firm, and there has been prac- 
tically no decline thus far. The sched- 
ule of prices on wire nails and wire, as 
quoted by local jobbers, follows: 


Tires.—Another maker of automobile 
tires has just announced a cut of 15 per 
cent in all grades, effective at once. 
Practically all the leading tire makers 
have made similar or larger reductions 
in prices. 

Wire Cloth.—The new demand is not 
very active, and on some grades prices 
have been reduced. There has been a 
scarcity in the supply of this material 
for some time, but it is now coming in 
‘quite freely. 


Boston Paint Market 


Office of HARDWARE AGE, 
512 Tremont Building, 
3Zoston, Dec, 4, 1920. 
HE recent drop of 10 to 25c. per gal- 
lon in mixed paints has become gen- 
eral. In some instances the manufac- 
turers dropped their prices fully 40c. per 
gallon. The new range of quotations 
has failed to stimulate buying, but it 
was hardly expected it would at this 
season of the year. In fact, the rank 


POs cnn eas 
Lagos, in 
spot per Ib....... 


Soya Bean, bbl. Ib.. 


Miscellaneous T. 


White, 


Imported, powdered, per ton,....35 In 


Whiting, per 100 Ib.: 
Commercial 


Spirits of Turpentine 
yard 


denatured, bbi., 


$2.80@2.90 
1.05@1.08 Diamond I 


casks, Fine Orange 

--» BSYH@S%¢ A. C 
9%@ .104% Button 

Kala Button 


Garnet.... 


Vv 


ton.........84@35 jone Dry 


ton 
White and Red Lead, 


Cents per Ib 
White Lead, Dry ...... 
Clay, domestic powdered, In 


Oils 
Lead, 
Oils 


Red Dry. - 


Oxide, Selected, per Ib. 
ted Seal 
Green Seal 


White 


Seal 


Dry Colors 


Black, 
Black, 
Black, 


Carbon Gas... 
Bone 
Drop 


and file of the leading paint interests 
here feel that the revision in prices is 
simply part of a program to bring paint 
and paint materials down to a level by 
next spring, where a liberal increase 
in the consumption will result. In 
other words, these interests feel that 
possibly prices will go still lower be- 
tween now and the time when the spring 
jobbing demand sets in in earnest. 

Nothing of interest has transpired in 
the market for dry colors of late. It is 
still difficult to obtain certain colors in 
quantities, and until this situation is 
rectified it is hardly likely that prices 
will change much. The market for 
gliie appears to run along in the same 
old rut, devoid of special feature. 


Lead.—The continued marking down 
of pig lead prices by the American 
Smelting & Refining Co., its price now 
being 5c. per Ib. base, together with 
no disruption in the downward trend of 
linseed oil values, and the continued 
lack of demand, finally has resulted in 
a set of modified prices by the paint 
lead manufacturers. Now that they 
have changed prices, the demand is even 
less noticeable. The lateness of the 
season, however, no doubt has consid- 
erable to do with the lack of market 
activity. A 12%-lb. keg of white lead 
in oil now figures out at $1.84, a 25-lb. 
and a 50-lb. keg, $3.63, and a 100-lb. 
keg, $7.25. 
lead, in 12%, 25, 50 
(figures in cents): 

25-50 Ib 100 Ib. 

14% 


Based quotations on 
and 100-lb. kegs follow 
12% Ib. 
White, oil 14% 1 
White, dry.... § / 14%, 
; 145 

1 


2 


. Si ae 


4 
‘ 
' 
Red, dry ‘ 


} 
} 
4 
1 


1 


Oils, ete.—Linseed oil, in barrel lots, 
at 88c, per gallon, looks remarkably 
cheap as compared with prices named 
not so long ago. In gallon lots the 
market is 12c. per gallon cheaper than 
it was a fortnight ago, and notwith- 
standing what it has passed through 
during the last month or more, it has 


ocAd 


Black, 
Lampblack 


Ivory 


Gum Shellac 


. -$1.60 


99 Chinese 


Blue 
nominal 
nominal : 

Brown, American, Burnt 3 
Brown, 
Burnt and 
Turkey, Umber 
Brown, Raw Lump.... 
Green, Chrome 
Paris, Green, 

Arsenic 
Red Carmine, » 
bulk na -.5.00@5.10 
Indian Red, Standard...14 @16 
Rose Pink 


Italian, 
Powdered. 


Sienna, 


Ete. 


9%@ 9% 


«oe L1H 


--10%@11 


9% @10 


10% @11 
11% @12% 


Commercial 
Vermilion 
Per Ib. Natural Red Oxide 
@30 Yellow, 
Ochre 


Chrome -29 @ 
French 


Domestic 


every indication of going still lower. 
The decline in turpentine has continued 
unchecked, the market being llc. per 
gallon lower than it was a fortnight 
ago. Prices on other things contained 
in the oil department of the paint mar- 
ket remain unchanged, although some 
of them are reported as barely steady. 

Local 


gallon, 


jobbers’ oils, ete., per 


follows: 


prices on 


Alcohols, 
Denatured 
Wood . 
Gasoline 
Benzine 
Turpentine .... 1.23 
Shellac_——The demand for _ shellac 
gums has dropped to small proportions. 
Under the weight of the lack of activity 
in business and slowly increasing of- 
ferings, the market is more or less un- 
settled. Prices are cheaper than they 
were six months or so ago, yet they are 
still considerably above normal. 


Oils: 
Castor 


errrrr. 
Cylinder 


0 
1.70 


1.08 


stocks: 


We 
gums, 
orange, 

Sundries.—At least one manufac- 

turer of putty is reported as having re- 
duced prices, but generally speaking the 
wholesale distributing houses have not 
changed their quotations. The ten- 
dency of prices to hold steady in the 
recent past has been due to an excel- 
lent demand, this in a measure offset- 
ting the drop in values for oil. The 
market for paint removers is reported 
as barely steady, and a revision in 
prices is expected any day. We quote 
from jobbers’ stocks: 


jobbers’ Shellac 
$1.40 per lb.; ordinary 
bleached, $1.20 


quote from 
light orange 


$1.10; white 


Putty (best). in 125-Ib. drums, % 
Ib.; commercial putty (in drums) 
paint removers, $3 list; oxalic acid, 
per lb 

Waxes.—Nothing especially interest- 
ing has happened in the wax market of 
late. Local stocks are ample for all 
requirements, the latter being no better 
than normal. Prices apparently are 
steady, with no indication of changing 
within the immediate future. 

Floor waxes, 45c. to 50¢ 
waxes (in cakes), l4c. Ib 
akes), 1514c.; be 


per Ib. ! paraffin 
parawax (in lb 
t beeswax per cake 
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Even a narrow window will make an attractive toy window 


BRITISH TRADE FAIR 


The greatest annual trade fair in 
the world, the British Industries 
Fair, is to be held the beginning of 
next year at London and Birming- 
ham from Feb. 24 to March 4, 
and at Glasgow from Feb. 28 to 
March 11. 

The procedure followed in other 
years is to be the same and only 
British manufacturers can exhibit— 
and only their own products. The 
Aerodrome at Castle Bromwich for 
the Birmingham Division will be 
used again, and there will be exhib- 
ited: 

Lighting fittings 
gas, oil, etc. 

Cooking stoves and utensils, in- 
cluding aluminum, enamel ware, etc. 

General hardware, including 
builders’, marine and household iron- 
mongery of all descriptions. 

Tools (hand of all descriptions) 
and small machine tools. 

Metal furniture for house, shop, 


for electricity, 


office, garden and camp use, includ- 
ing bedsteads. 

Perambulators, mailcarts and push- 
carts. 

Saddlery and harness: 

Firearms. 

Fishing rods and tackle. 

Machinery belting of all kinds. 

India rubber goods for industrial 
and household purposes. 

Motorcycles and cycles. 

Accessories for motor cars, cycles 
and aeroplanes. 

Weighing and _ measuring 
pliances and instruments. 

Sanitary appliances. 

Paints, colors and varnishes, and 
painters’ requisites. 

Tubes in copper, lead, brass and 
steel, and pipe fittings and fencing. 

Ropes of steel and hemp, cordage 
and string. 

Special staffs are maintained to 
enable buyers to obtain authentic 
information on all points of impor- 
tance as tariffs, shipping and trans- 


ap- 
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port, most likely sources of supply 
not only of articles included in the 
Fair but also of all British products. 

Admission will be by invitation 
only so that bona fide visitors and 
buyers may have all the attention of 
exhibitors. The British Consulate 
General, 44 Whitehall Street, New 
York, will be glad to issue cards of 
invitation, and also to give all pos- 
sible information and assistance to 
prospective visitors. 


HINTS ON CREDIT 
ACCOUNTS 

It is an important duty of a mer- 
chant to keep his eye on the accounts 
receivable and on collections. They 
are a barometer of the money mar- 
ket in his community. Every day 
look to see if that day’s charges are 
greater than payments on accounts. 
If this be the case and the collections 
fail to catch up with the charges, 
then the merchant knows that he has 
been too liberal with his credit or too 
lax with his collections. If not either 
of these, then money is getting tight. 

This showing of an up-to-date bal- 
ance on every account is a good one 
from a credit standpoint. You al- 
ways know where each customer 
stands. Most successful merchants 
find that it pays to pick out overdue 
accounts each month and keep them 
together. It stimulates them to get 
busier on collections. 

A common source of trouble with 
a charge customer is a dispute over 
the amount of the debt. As a rule 
the customer promptly forgets mis- 
takes against the merchant, but feels 
aggrieved when he or she is over- 
charged. To avoid this, safely check 
each account carefully, not only on 
the books, but on the sales tickets as 
well. Many merchants add sales 
tickets twice and, in addition, check 
through their credit registers or 
ledger accounts daily for possible 
mistakes. Monthly statements also 
need to be checked carefully.—From 
New York Credit Men’s Association. 


Washington Letter 


(Continued from page 116) 

of the past six months that such a 
measure as the Stevens bill, if enact- 
ed into law, could be relied upon to 
prevent the extreme ranges in prices 
which have so demoralized trade and 
industry and which now threaten 
the very existence of so many mer- 
chants. Certainly what the country 
needs is a stabilizer, and I can think 
of none that would be more effective 
than a carefully guarded price-main- 
tenance law.” 














A Hardware Dealer Gets Up a Bargain Sale Ad — Featuring Revol- 
vers for the Protection of Motorists—Kitchen Cabinet and Stove Ads 


Revolvers for Motorists 


No. 1 (2 cols. x 4 in.) 

Some few weeks ago there appeared 
in HARDWARE AGE an article which 
pointed out the dangers to which the 
motorist was exposed in the shape of 
bandits and road agents. 





Rens Siar 


Detroit Vapor Oil Stove 
WORKS LIKE GAS 


This wonderful oil stove is giving perfect satisfaction to thousands of people and 
it will sure satisfy you. This stove has no wicks or wick substitates + 





A few of our satisfied Red Star 


jarners are made of heavy cast iron and 
will last for years. Burns 19 hours on one 
lon of Kerosene 
WON'T YOU COME IN AND LET US 
DEMONSTRATE IT TO YOU? 








tie Campbell 


Whitesell Hardware Co. 














4. Letting customers do the talking. 


Following this article, many hard- 
ware dealers adopted our suggestions 
and called the motorist’s attention to 
equipping his car with a revolver. 

This ad shows how the idea was util- 
ized by the Foster-Farrar Co. of 
Northampton, Mass. W. W. Darby of 
the firm says that results from it were 
very good. 

Nights now are darker than in sum- 
mer and the darkness of course closes 
in much earlier and inasmuch as the 
majority of cars are run off and on all 
winter, this appeal is still a valuable 
one to follow up in your advertising. 


We have noticed that the papers 
chronicle hold-ups as usual and the au- 
tomobile driver who has any driving to 
do after 6 P. M. these days is certainly 
taking a chance going around without a 
gun, especially if he travels country 
roads or unfrequented city streets. 


For the Bargain Hunter 
No. 2 (5 cols. x 13 in.) 

Everybody is getting to be a bargain 
hunter these days. The popular pas- 
time is advertising bargain opportuni- 
ties and so real have been the values 
offered and so swift the process of de- 
flation, that the value of the dollar, 
according to the statistical sharks, was 
at the end of November fully 60c as 
compared with its value last June of 
43 1-3ce. 

It won’t be long before the dollar 
will purchase a full dollar’s worth and 
when that time comes, everybody will 
be a darned sight happier than they 
were when they had an income of many 
dollars but an outgo of more dollars. 

The small boy gets a stomach ache 
after he has eaten a green apple but 
the ache gets him back to normal. We 
are having a business “ache” just now 
but the ache won’t last long and my! 
how fine we will feel when it goes away 
—better than ever. 

So that’s the explanation of ads like 
this one sent us by W. A. Waugh, pro- 
prietor of Waugh’s Hardware, Esk- 
ridge, Kan. Mr. Waugh points out 
that the real way to save money is not 
by stopping all purchases other than 
bare necessities but by buying things 
for less and with that thought in mind, 
he gives his trade the opportunity to 
come to his store and make their dollars 
go far. 

These prices look pretty reasonable 
to us. In fact, on the glove item, Mr. 
Waugh is underselling the 5 and 10c 
stores who want 20c for a pair of can- 
ton flannel gloves with the knit wrist. 
A few ads of this stort will stimulate 
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trade, start buying, and wake folks up 
to the fact that the price drop while on 
the way, will not come down like an 
avalanche but rather like the slow 
melting of snow. Those, then, who 
want to wait for rock-bottom prices 
had better get ready for a long, long 
walt. 

We think this ad well laid out, snappy 
and convincing in appeal, neatly illus- 
trated and displaying prices that will 
move goods. In fact, after studying it 
for some time, we haven’t any real 
criticism to make or any suggeston for 
improvement to offer. 

Mr. Waugh uses an ad every week 
in the Eskridge Independent and he 
also cooperates. with the other mer- 
chants in running a special full page 
ad featuring bargains for Friday and 
Saturday. Each merchant takes a 
space in the page and each space is 
identical in size with its neighbors. 
This idea has been going but a week 
but every merchant connected with it 
reports splendid sales. Why can’t 





Protect Yourself 


And your family by keeping a revolver 
in your automobile for self-protection. 
Cars are being held upevery day. Your 
car may be the nextone. Be ready. 
Have a revolver in your car ready for in- 
stant use. We can furnish you the re« 
volver and ammunition. 


FOSTER-FARRAR CO. 


Oppestte Draper Reta 
203 Mate Str. 








1. Putting the motorist wise to hold- 
up men. 


YOU use this suggestion and get to- 
gether with the merchants in your 
town and make a concerted drive to 
arouse the buying spirit? If it can be 





Sato tetera ake 


_ other state. 
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SAVE MONEY 





; The way to save money is to buy things for less. The place to buy things for less is at this store. 
: Hence, this store can help you save money. Here are a few examples of our power in this direction: 





White Dinnerware 





lity white semi-porcelain. These beau 


tiful dishes at our price will prove very attractive to 


4 
is 
i Thus is first qua 


{fee cup and saucer as illustrated, each. 25¢ Per set 


Water Set 
apeo2 => 


—-_ Bue “as fat 
A tall, attractively colored jug with a 
crimped top and six tumblers to match at $4.98 


— Were 
oon &- a9 
ae J 


ae 


Very strongly made out of high grade aluminum. A 


re 





Sa eS 


handsome and useful kitchen appliance. Now offered 





$2.90 








Carving Sets 
Ye 
— Naa 
a 


RS Kc) 


“4 Most popular style, and made from very best material, 


a and priced at a figure that will impress you as being 





Coffee Percolators 





Canton Flannel Gloves 














well worth while, per set, Of twinned eee 
the most approved type Specially priced Sil - 
: This sale $2.50 : 
2 Stove Elbows and Pipes Pyrene Fire _ Illuminated 
; : Shaving Razors  Extinguish _Di 
Stands ers 











We handle guaranteed 
Stove Pipe—the kind that 
will last 





Made of the best 28 gauge 
steel, corrugated and san- 





itary. Each 35¢, Per Joimt, 36¢ 
. One of these naud- 
Special on Garland Stove some nickle olated 
° shaving stands with 
Polish swinging mrror will 


please any man. Each 
& Saturday, per can, .. 18 $1.75. 























The well-known 
brand, full nickle 
plated safety frame. 











Insurance companies allow These are in demand be- 
a big reduction in your — they tell the time in 
premium if you carry one the dark. Only afewto 
ee ane on your car be sold at this price re 
Complete in case, $5 - Price ; $785 Each $2.25 


The result of years of 














2. Bevy of nanaelinn 


done successfully in Kansas, it can be 
done in Maine or California or any 
Get busy. 

We think it would be well to give 
you an idea of the make-up of this co- 
operative page ad. There are 15 equal 
spaces, five up and down and three 
across. The ad is headed: “Eskridge 
Trade Day Specials. Prices for Cash 
Only. No Phone Orders Accepted.” 
“Every week, from this date on, the 
merchants of Eskridge will have special 
bargains on Fridays and Saturdays and 
at these times various articles of mer- 
chandise will be offered at or below 
actual cost. Watch for these weekly 
specials.” 

Each advertiser offered but one 
item. This plan creates and sustains 
interest but it does not interfere with 
regular sales, nor does it cause people 
to hold up purchasing until the week- 
end, a fault that may now be charged 
against the weekly special sale if it is 
of any considerable scope as regards 
number of items offered. 

The advertisers are as follows: hard- 
ware store, lumber company, drug 
store, furniture store, auto dealer, tire 
dealer, grocer, mercantile store, paint 
store and grange. Duplications oc- 
curred among the hardware, lumber 
and auto dealers. 


The ad closes with this line: “We 


pst HARDWARE 





fee bargain ine 


will make it worth your while to do 
your trading in Eskridge.” 


Classy Hoosier Ad 


No. 3 (3 cols. x 10 in.) 

The morning’s mail brought this let- 
ter from Minard & Co., hustling hard- 
ware dealers at Elma, Wash. The let- 
ter: 


Hardware Age, 
New York. 
Gentlemen 
We have read with considerable in- 
terest your articles on the store paper 
of Sapper’s, Inc., the last one being on 
Page 93 of the October 14th issue. 
You appear to be quite willing to be 
imposed upon and we are taking the 
liberty of enclosing a few copies of our 
store paper, “The Elma Messenger,” 
and if you should have the time and 
opportunity to look them over, we would 
appreciate any suggestions you would 
make as to any possible improve- 
ments that we could make. We circu- 
late 1200 copies per month. 
Yours very truly, 
MINARD & COMPANY. 
(Signed) A. L. Callow, 
Manager. 


We had both the time and the oppor- 
tunity to look over the store papers 
submitted by Mr. Callow and our ver- 
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dict is that the “Elma Messenger” is 
fully deserving of its name, for it.car- 
ries a real message to the buyer of 
hardware. 

The Messenger is a big paper meas- 
uring 10 by 15 inches with four pages, 
printed in black and white. Several 
features we noticed that we don’t ever 
recollect seeing before in a store pa- 
per. For instance, a schedule of deliv- 
eries covering the town and surround- 
ing villages. Then a “Farmer’s Free 
Bulletin” in which all sorts of offers 
are made by farmers—trade, sale, 
renting, exchange, etc. By the size of 
this department, the farmers think 
pretty well of it. 

The Messenger is chock full of well- 
designed ads and to show you how care- 
fully they are made up, we reproduce 
the Hoosier kitchen cabinet ad. Isn’t 
it a dandy? Clean-cut, readable, the 
heading and illustration popping right 
out at you and the copy smashing its 
message across in the fewest possible 
words. All the ads are like this one. 
We never before saw so many bang- 
up ads in a store paper. 

The Customers Talk 


No. 4 (3 cols. x 10 in.) 

The customers talk! That describes 
this ad the best way we know how. 
It’s a vapor oil stove and it works like 
gas and it enables one to make a face 
at the gas company or if there is no 
gas company to use it and be thankful 
there is no company. 

Gas companies operate or long to 
operate on the basis of giving the worst 
possible gas at the highest possible 
price and then they wonder why the 
public is peeved at them. But this 
stove, my friend, will take a gallon of 
kerosene and convert it into 19 cook- 
ing hours. Some stove! Some ad! 
Sent us by the Whitesell Hardware Co., 
Clearwater, Florida. 





| 


HOOSIER 


iLe Ss os Terres 











DD octivers Your HOOSIER 


That is all the money you need to put 
into your kitchen the most popular 
household labor-saving device in Amer- 
ica. 


Two million women approve the 
HOOSIER because of its splendid con- 
sruction—its simple, natural arrange- 
ment—its extra capacity—ite many ex- 
chusive features and its ability to save 
ste) and make kitchen work easy. 
Bring in a dollar and let ys send the 
HOOSIER to your home. 


MINARD & CO. 
a onl 
3. Snappy stuff on kitchen cabinets. 
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Architect, Albert Ka 
Builders, Thompson-Starrett Co 


The Largest Office Building 
in The World—and HINGES 


HE thousands of men and women who will make the 

Durant Building at Detroit their business home may 
never notice the hinges on the doors. Yet no appointment 
was seletced with greater care and none can be held more re- 
sponsible for the true success of the largest office building in 
the world. 


The McKinney Hinges in this building—and there are 
more than 15,000 of them—truly blend with the architectural 
design. In action, too, they contribute harmony. The doors 
they make possible respond quickly and quietly—never sagging 
and never squeaking. That they pass unnoticed is the greatest 
compliment to their design and their work effectively done. 


Hinges have served man and his work for thirty centuries 
Their greatest service is exemplified in the Durant Building 
Here thousands of men and women will work in peace and 
quiet—bounded by their own four walls. Here doors make 
distance a matter of desire Each neighbor is as far or as near 
as will demands. And hinges make doors possible! 


The first McKinney Hinge was introduced fifty years ago. 
It represented the effort of the McKinney Manufacturing 
Company to make a good and substantial product. Today 
thillions of doors silently proclaim the success of that effort. 
Today McKinney Hinges set a standard by which all hinges 
may be judged. 

There is a hardware dealer in your community who sells 
McKinney Hinges. Locate his store when in need of hinges 
for building or repairs. You will find him a good man to deal 
with and McKinney service a reward worth seeking 


McKINNEY MANUFACTURING CO,, Pittsburgh 
Western Office, Chicago Export Representation, 
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This is the thirteenth advertisement in the 
big national campaign to make 3,000,000 pro- 
spective customers think more about McKinney 
Products. This advertisement appears in The 
Saturday Evening Post December 11. Other 
advertisements, appearing in Architects’ and 
Builders’ magazines, are swinging this class of 
buyers toa better realization of the McKinney 
standard, 
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Accomplishment 


This advertisement, which ends a suc- 
cessful year of hinge publicity, carries an 
important message to McKinney dealers 
and all hinge users. 

To the McKinney dealer it is significant 
that the largest office building in the 
world is equipped with McKinney 
Hinges. Here the McKinney standard 
was deemed important. To general hinge 
users it is interesting to learn that more 
than 15,000 hinges were needed to put 
this building into action. 

McKinney Hinges and Butts have been 
on the market for fifty years. They are 
known as standards by which other good 
hinges may be fairly judged. Establish 
your store as McKinney Headquarters in 
your locality, Talk-McKinney! 


McKINNEY MANUFACTURING COMPANY 
Pittsburgh 


Western Office, State-Lake Bldg:, Chicago 
Export Representation 
‘ 
Also manufacturers of McKinney 
garage and farm building door- 
hardware, furniture hardware 
and McKinney One-Man Trucks. 


MCKINNEY 
Hinges and Butts 









Products Being 


Has Many 
Both men and women customers will 
find many uses for the new Razcut 


Cutting Uses 


Ripper, the latest product of The 
Razcuts, 365 Elmwood Ave., Provi- 
dence, R. I. Men will find it a handy 


cigar cutter with a perfect cutting edge 
as the blade is the same as the popular 
style safety razor blade. 
knife, and for the shipping clerk to use 
as a ripper for cutting twine and rope, 
or for pruning bushes or cutting flow- 
ers it has been found very efficient. 
The Ripper is suitable for wear as a 
watch charm, as it is furnished with a 

















Razcut Ripper Opened 


swivel ring and both the finish and de- 
sign are neat. 

Dressmakers, milliners and _ house- 
wives will find that the Ripper will 
open seams, cut cloth, thread, house- 
hold twine and in many other ways be 
a handy tool for every woman’s work 
basket. 

The illustration shows the Razcut 
Ripper opened ready for use, when 
closed the blade folds closely into the 
handle. The hole in the handle is for 
clipping cigars. The cutting edge is 
removable so that a new blade may be 
put in place. Hubby’s discarded razor 
blades will do very well. 

Interested hardware dealers may se- 
cure an illustrated circular describing 
with more detail this handy Ripper by 
addressing the manufacturer. 


Keep Screws in Cases 
A progressive hardware dealer will 
be quick to realize the value of a well 
arranged store, with articles of little 
beauty stored out of sight. Screws, for 
example, if kept in cases or barrels or 


Reading matter continued on 


As a pocket 


piled by the box on a shelf will never 
have an orderly appearance, but if put 
carefully in neat and attractive screw 
case cabinets, with a separate compart- 
ment for each size, the customers see 
only a good looking piece of store furni- 
ture that the salesman goes to and read- 
ily finds the proper size. This elimin- 
ates the unbusiness-like method of run- 
ning the index finger over a myriad of 
dusty and antiquated looking cardboard 
boxes. 

For this particular item the J. D. 
Warren Mfg. Co., Chicago, IIl., has re- 
cently added to its extensive line of 


hardware and automobile accessory 
store fixtures a Very desirable and com- 
plete line of Economical Sectional 
Screw Cases. 


These screw cases are made on the 
sectional interchangeable unit system. 
Being of the same outside dimensions 
they are made to be used as a single 
screw case or several assembled in any 
form desired, either in height, length 
or placed back to back, or others added 
from time to time as required. They 
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Model No. 1862 
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Placed on the Market by Hardware Manufacturers 


may be placed in any convenient nook 
or corner, can be built into old fixtures, 
or used in the counter. 

The outside exposure is made of oak, 
with a special finish known as Warren’s 
Mission Tavern Oak. The interior is 
of poplar or other soft light wood. All 
drawers are furnished with three loose 
partitions for each and have pulls, card 
frames with cards, and an inlaid price 
card on the side of each. On this card 
a record may be kept of the stock num- 
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Model No. 1748 


ber, size and selling price of the screws 
contained in that drawer. All drawers 
are interchangeable. These cases are 
furnished with real drawers, properly 
made, and should not be confused with 
flat bottom shelf boxes. 

Two suggested models and combina- 
tions are shown in the accompanying 
illustrations. 

Model No. 1748 has 48 drawers meas- 
uring 2% by 4 inches, with three loose 
partitions for each, forming in all 192 
separate compartments. This case is 
suited for a standing place on the coun- 
ter or on top of some other cabinet. 

In model 1862 is found a combination 
of two Warren Economical Screw 
Cases and base with 48 drawers meas- 
uring 2% by 4 inches, and 32 drawers 
2% by 6 inches. Three loose par- 
titions in each drawer enable the deal- 
er to have 320 compartments in this 
style. 

The manufacturer will be pleased to 
send interested hardware dealers com- 
plete descriptive matter on these and 
other models and combinations. 
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What Adds More Enjoyment to Home Life 
In Cold Weather Than a Finely Appointed 


Sun Parlor? 














Multifold Casement Window Hardware 


Is a principal element of comfort in the construction of sun 
parlors. 


_ Complete information in pamphlet UC-2. Sent without obliga- 
tion to anyone interested in casement window hardware. 


Richards-Wilcox MfS. (0. 


“A Hanger for any Door that Slides. 


CHICAGO BOSTON 
cutcace; AURORA, ILLINOIS,U.S.A. - niw vorx 
LOS ANGELES MINNEAPOLIS 
PHILADELPHIA —— LONDON.ONT. : ——. SAN FRANCISCO 
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Pumps Tire with Ease 

Without bending the back or exert- 
ing more than ordinary effort you can 
pump your tires up to pressure, in an 
amazingly short time, says the Winsted 
Hardware Mfg. Co., Winsted, Conn., 
by using the Durabilt roller bearing 
pump. 

This is said to be the first pump put 
on the market that enables the motor- 
ist to properly inflate the tires of the 
car from a perfectly normal, upright 
position, eliminating entirely the old 
customary “back breaking’ motion. 

The Durabilt instantly attaches to 
either running board of any car and 
may be taken off as quickly. It fits 
any board and is held in place by a 
single clamp. The eight feet of tubing 
furnished enables the motorist to pump 
all four tires from the same position 
on the running board. 

The manufacturer claims that with 
ease and rapidity the pumping may be 
done. The Durabilt may be packed in 
the tool box or under the seat. 

Interested hardware dealers may ob- 
tain an illustrated circular from the 
manufacturer. 

















Durabilt Pump 


Parking Light Burns Kerosene 


The Dietz “Eureka” Kerosene Park- 
ing Lamp is being placed before Motor- 
ists by the R. E. Dietz Co., 60 Laight 
St., New York City, as a saver of bat- 
tery current when cars must stand at 
the curb for a considerable time at 
night. This lamp has several advan- 





tages. It is quite small—being only 
7% inches high—and is also, while 
strongly built, of very light weight, 
weighing, when empty of oil, very little 

















Diets Parking Lamp 


over 1 lb. The white lens, which is set 
in the door is quite large in proportion 
to the body of the lamp. It covers the 
entire end of the tubular shaped com- 
bustion chamber of the lamp. In the 
back of the lamp is set a ruby lens, also 
of liberal size which makes the lamp 
comply with the motoring laws which 
require a white light to’the front and 
a red to the rear on cars that are 
parked on the highway. 

This little lamp also has a convenient 
bail which makes it a handy hand lan- 
tern and trouble lamp. The lamp will 
burn for 10 hours on one supply of 
kerosene oil. The oil fount is positive 
locking so that it will not drop off on 
the road. 

No attempt has been made to make 
this a powerful projecting light as it 
is not intended for that purpose, but 
when batteries get out of order on the 
road a little kerosene lamp like this 
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will often bring the motorist home with- 
out his becoming involved with the 
Traffic Police, even though it does not 
comply with all the requirements for a 
motor car when in motion. The 
“Kureka” Parking Lamp is furnished 
for either right or left hand as desired. 
It fits on a round holder of which there 
are two styles. One which screws to 
the car and the other a clamp arrange- 
ment which fastens to the top of the 
wind shield. 


For Lifting and Rolling Cars 


The back end of the motor car may 
be lifted from the ground, and the 
whole rear end moved around at will, 
with the Roll-A-Car jack, a product of 
the Walker Mfg. Co., Racine, Wis. Six 
strokes of the handle are said to raise 
the jack six inches. The jack is brought 
down in the same manner, after revers- 
ing the lever. After the car is raised 
it is possible to fold the handle in an 
upright position, a very handy feature 
in a garage where space is limited. 

The pressure required to raise a car 
with this jack is said to be so slight 
that the operator may easily lift the 
car with one hand. A locking device is 
provided so that the car will be per- 
manently held at any desired height, 

















Roll-A-Car Jack 


without danger of it slipping down. 

The material used in the manufac- 
ture of the Roll-A-Car jack is said to 
be of the best throughout. 

The manufacturer will be glad to 
send interested hardware dealers fur- 
ther information on this handy piece 
of garage equipment. 
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May We Set This on 


Your Counter? 


May we furnish you with window transfers—a test coil—a sectional 
spark plug—complete size charts—window trims—poster display— 
printed circulars? 


In fact, may we put you into the spark plug business with the assurance 





that you have added a line which will lend attractiveness and prestige to 
your place of business, and at the same time assure you of your portion 
of the spark plug business in your territory. 


It is impossible to illustrate effectively the beauty of the advertising fea- 


tures offered in conjunction with the HERCULES line, but write us, or 
ask your jobber’s salesman and secure more detailed information. 


| Eclipse Manufacturing Company 
Indianapolis, U. S. A. 
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Notes of the Retail Hardware Trade 


RANDOLPH, WIs.—The Goodwin-Hall 
Hardware Co. is purchaser of the 
Ruhl hardware store. Catalogs re- 
quested on automobile accessories, auto- 
mobile tires, barn equipment, bicycles, 
builders’ hardware, cutlery, dairy sup- 
plies, electrical household specialties, 
electrical supplies and equipment, flash- 
lights, fishing tackle, garage hardware, 
gasoline, guns and ammunition, heat- 
ing stoves, insecticides, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, washing machines and wheel 
toys. 

MosiLE, ALA.—The C. S. Partridge 
Hardware Co., Inc., has moved to a new 
location. The building which it now 
occupies is a_ three-story structure, 
equipped with electric elevator. New 
store fixtures have also been installed 
and the building painted throughout. 

3UHL, IDAHO.—The Merrick Hard- 
ware & Furniture Co., which is now 
occupying its new quarters, requests 
catalogs on barn equipment, bathroom 
fixtures, builders’ hardware, churns, 
crockery and glassware, cutlery, dyna- 
mite, electrical household specialties, 
flashlights, fishing tackle, guns and am- 
munition, hammocks and tents, heating 
stoves, heavy hardware, kitchen cabi- 
nets, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, 
paints, oils, varnishes and glass, phono- 
graphs, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
stoves and ranges and washing ma- 
chines. ; 

FAIRBURY, ILL.—The W. E. Stephey 
Co. has increased its floor space by the 
addition of another room. 

VIENNA, ILL.—Jackson Bros. request 
catalcgs on a line of stoves, furniture 
and a general line of hardware. 

CATTHAGE, IND.—Sharer & Moore 
have purchased a new store building 
which will be used to house a stock of 
implements and tractors. 

fOREST, IND.—G. A. Auble has pur- 
chased a new store building which he 
now occupies with a complete stock of 
barn equipment, belting and packing, 
builders’ hardware, building paper, 
churns, cream separators, cutlery, elec- 
trical household specialties, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, gasoline engines, guns and am- 
munition, harness, heating stoves, incu- 
bators, insecticides, kitchen housefur- 
nishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and phono- 
graphs, poultry supplies, prepared roof- 
ings, pumps, shelf hardware, silverware, 
stoves and ranges, tin shop and wash- 
ing machines, 

GREENSBURG, IND.—Etter & Trimnell 
have opened a hardware store carrying 
a stock of churns, cutlery, flashlights, 
fishing tackle, guns and ammunition, 
mechanics’ tools, refrigerators, shelf 
hardware, silverware and washing ma- 
chines. 

IRELAND, IND.—M. L. Steinhart has 
disposed of his hardware and imple- 
ment business to Paul Steinhart. 

INDIANOLA, JowA.—The  Mitchell- 
Stone Motor Co. has commenced busi- 
ness here, handling a wholesale and re- 





tail line of automobile accessories, auto- 
mobile tires, farm implements, lubri- 
cating oils, ete. 

TRIPOLI, IowA.—A. F. Rebholz is pur- 
chaser of the business of F. A. Robin- 
son and requests catalogs on paints, 
oils and building supplies. 


MAHASKA, KAN.—C. H. Coonrod & 
Son have bought the hardware and im- 
plement stock of Floyd King and 
Charles Knauff, and will consolidate it 
with their own. Catalogs requested on 
the following: Automobile accessories, 
automobile tires, barn equipment, build- 
ers’ hardware, churns, cream separa- 
tors, cutlery, farm imlements, flash- 
lights, fishing tackle, garage hardware, 
gasoline engines, guns and ammunition, 
harness, heavy hardware, mechanics’ 
tools, paints, oils, varnishes and glass, 
pumps, sewing machines, shelf hard- 
ware, sporting goods, stoves and ranges, 
tin shop, and washing machines. 


MuscotaAH, KAN.—The Beven Hard- 
ware Co., purchaser of the stock of R. 
H. Trial, requests catalogs on a general 
line of hardware and implements. 


JACKSON, MicH.—McCrum, Jones & 
Sheap, 212 West Pearl Street, has been 
incorporated to deal in barn equipment, 
belting and packing, cream separators 
and gasoline engines. The capital stock 
is $10,000. Catalogs requested on farm 
implements and a general line of hard- 
ware. 

GRYGLA, MINN.—Johnsen & Viken 
have increased their stock and request 
catalogs on farm implements. 

KIESTER, MINN.—Glen Baker has dis- 
posed of his interest in the Kiester 
Hardware Co. to Robert Ellis. The firm 
name will remain unchanged. 

LUVERNE, MINN.—Duane Backer is 
the new manager of the Backer Hard- 
ware Co. 

3ELZONI, Miss.—R. L. Nelson is the 
new owner of the Valliant Hardware 
Co. stock. 

CHILLICOTHE, Mo.—C. E. Shearer has 
moved to a new location at 515 Locust 
Street. ; 

GOLDEN CiTy, Mo.—Woodward & 
Woodward have opened a store here, 
handling builders’ hardware, churns, 
cutlery, dairy supplies, flashlights, fish- 
ing tackle, furnaces, garage hardware, 
guns and ammunition, heating stoves, 
heavy hardware, incubators, lubricating 
oils, mechanics’ tools, poultry supplies, 
shelf hardware, silverware, _ stoves, 
ranges and washing machines. 

SHELTON, NEB.—Ralph Soderstrom 
has succeeded to the business of Soder- 
strom & Conroy. He requests catalogs 
on a general line of hardware. 

YorK, NesB.—R. C. Buckley has sold 
his stock to C. R. Mitchell & Son. 

MANASQUAN, N. J.—Joel P. Sickles is 
successor to the late E. M. Osborn. 

SAN Jon, N. M.—The J. D. Griffiths 
Lumber & Hardware Co. has purchased 
a new building on Main Street, which 
it now occupies. 

CAZENOVIA, N. Y.—H. P. Aikman has 
purchased the interest of his father in 
the business of W. O. Aikman & Son, 
and the name has been changed to H. P, 
Aikman. 

EvLmirA, N. Y.—The Barker, Rose & 
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Clinton Co., doing both a wholesale and 
retail business, has added a new house- 
furnishing department in its Lake 
Street building. The business was es- 
tablished in 1864. 


OGDENSBURG, N. Y.—The Payne 
Hardware Co., Inc., has purchased the 
automobile accessories stock and fix- 
tures of Hugh Silver & Son. Catalogs 
requested. 


OREGON CiTy, OrE.—The store of C, 
W. Friedrich & Son, Seventh and Cen- 
ter streets, has been remodeled, a new 
plate glass store front installed, and 
shelving put in. Catalogs requested on 
a line of fishing tackle. 


BropBEcK, PA.—Melvin W. Brodbeck, 
successor to Brodbeck & Rohrbaugh, re- 
quests catalogs on automobile acces- 
sories, automobile tires, building paper, 
cream separators, crockery and glass- 
ware, cutlery, dynamite, farm imple- 
ments, flashlights, fishing tackle, gaso- 
line, guns and ammunition, harness, 
linoleum and oilcloth, lubricating oils, 
paints, oils, varnishes and glass; phono- 
graphs, poultry supplies and prepared 
roofing. 

TACOMA, WASH.—Purkey Bros., Inc., 
is erecting a new building at Thir- 
teenth and Market streets, which it ex- 
pects to occupy about Feb. 1 with a 
complete stock of the following, on 
which catalogs are requested: Crock- 
ery and glassware, cutlery, electrical 
household specialties, furnaces, garage 
hardware, heating stoves, kitchen cabi- 
nets, kitchen housefurnishings, lino- 
leum, oilcloth and stoves and ranges. 


BircHwoop, Wis.—N. E. Forward & 
Son have moved their hardware stock 
to new quarters and request catalogs 
on the following lines: Barn equip- 
ment, belting and packing, builders’ 
hardware, churns, cream separators, 
cutlery, flashlights, fishing tackle, guns 
and ammunition, hammocks and tents, 
harness, kitchen cabinets, linoleum and 
oilcloth, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, vulcanizing department, and 
washing machines. 


HOLLANDALE, Wis.—E. L. Severson 
requests catalogs on automobile tires, 
barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, loads paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 
electrical household specialties, farm 
implements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, insecticides, kitchen 
cabinets, kitchen housefurnishings, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, tin shop, toys, games, vulcaniz- 
ing department, washing machines and 
wheel toys. 

MANVILLE, Wyo.—Mr. McKenna re- 
cently purchased the Austin Elquest 
Slack Hardware Co.’s store. 




















